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takes only one 


Employers often find themselves in deep water as the result 
















of embezzlements by unbonded employees. 

Indeed, many a business has been foundered by just 
one such loss. 

Moral for bankers: before granting a loan to a com- 
mercial borrower, always make sure that he is carrying enough 
Dishonesty Insurance to assure his security—and yours. 

Whenever you need assistance in checking the form 
and sufficiency of a loan applicant's dishonesty protection, call 
the F&D representative in your community; he‘ll be glad to help. 
And this extra measure of protection for both borrower and 
lender costs your bank nothing. 
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I’m just worn out... Directors’ Day in 
our Office again... Didn’t I tell you? 

Comes every six months. The directors 
are mostly from Richmond. They meet all 
morning, and after lunch they visit the 
departments, sort of like a reception. 

My favorite directors are Mr. Finnald 
and Mr. Otherry—the darlingest little old 
men! They retired years ago, but are 
interested in just about everything .. . and 
they always remember names! 

Right off they noticed the new postage 
meter. And who steps up and takes credit 
for it but Mr. Big-Il-Am Smithers. They 
say his wife is kin to some big stockholder. 
He’s the Assistant Office Manager, but 
manages to play contract at that Club 
every day!...And I practically nagged 
him for weeks to put in a postage meter. 
The man simply sickens me! 


Wet, Mr. Finnald wants to see how 
the meter works. And our Assistant Office 
Manager fumbles around ...and_ pretty 
soon it’s as plain as day that he doesn’t 
know any more about it than a month-old 
baby! Never saw a man so fussed!... 
Then I stepped up. 

“I guess Mr. Smithers has been much 
too busy with more important things than 
this little old machine,” I said, smiling at 
him just as sweetly as if I liked him! 

First thing, I said, there wasn’t a single 
little old icky paper stamp left in the office 
that you had to keep locked up in a little 
old tin box . . . and we're all through with 
that unsanitary lickin’ and stickin’ stamps 
and envelopes. 

The postoffice, I explained, just sets the 
meter for as much postage as we want to 
buy at any time. And in the meter, the 
postage is absolutely safe, can’t get lost, 
bor,owed or stuck together. 


Next I showed them the little levers you 
set to get any amount of stamp for any 
kind of letter mail. Then I fed a letter into 
the meter, turned the handle—and out it 
came with meter stamp, postmark, and a 
little ad for the company and the envelope 
flap sealed up, too. 


¢{” 


L 
Fe 


N 


January, 1949 





\2 


4? 
& 






“di 


Certain people. sometinEes, 


Cat certainly be sickeming!” 


I pointed out the little windows that 
tell how much postage has been used up 
and what's still on hand.. .'mentioned 
didn’t have to be 
cancelled in the postoffice...And since 
we got the meter, nobody’d stayed after 


that metered mail 


hours to tend to the mail—not even when 
monthly statements run extra heavy. 
Well, Mr. Finnald and Mr. Otherry 
were just as pleased, and put a few letters 
through the meter themselves. Then they 
congratulated me on my “very excellent 
exposition’’—imagine! And shook hands! 
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As they left I heard the Assistant Office 
Manager tell them I was one of his brighter 
girls... Certain people, sometimes, can 


certainly be sickening! 


Tie convenience of the postage meter 
wins thousands of new users—large and 
small—to metered mailing every year. . . 
If you'd like to know how a postage meter 
can save time, trouble and money in your 
bank ...call or write for illustrated booklet 
...and PB’s new postal rate chart, complete 
with all changes . . . yours for the asking! 


= PrTNey-sowes Fostage Meter 


PITNEY-BOWES, Inc.,3871 Pacific St., Stamford, Conn. ... Originators of Metered 
Mail. Largest makers of mailing machines. Branches in 93 cities in the United States and Canada, 
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| In Chicago 


Correspondent banks appreciate thoughtful 
and helpful information, as this banker did 


when he wrote: 


«... You fellows have your ears a 
little closer to the ground than we do 


out here and we appreciate your passing 


he these suggestions on to us.” 

vo 
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- Your Bank is cordially invited to use The 
ts. 


First National Bank of Chicago as your 
correspondent. 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Number two of a series 


HE petroleum industry finds bank 


loans well suited to its requirements. 


Bank credit is flexible, available 
when needed, and can be paid off 
when not needed. 

For these reasons, many oil 
companies have relied upon banks for 
one-third or more of the money which 
they borrow from all sources. 

Chase National Bank, with a separate 


department dealing exclusively with 


the petroleum industry, is a leader in 
making loans to the oil companies. 
No matter where you live, Chase credit 


helps to keep your car rolling. 


CHASE OIL LOAN INDEX 
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High Schools The Best Source Of 
New Recruits For The Bank Staff 


Here is an outline of a program which provides 
trainees for bank work who generally succeed 
in this type of employment. 


E HAVE found the simplest 

way to initiate a recruiting 
program is to schedule a meeting 
between department managers and 
heads of the personnel and training 
departments. This group is able to 
ascertain which high schools are 
graduating students at the time, the 
type of students who prefer work 
in financial institutions, and who, as 
determined from experience, make 
good bank clerks for all types of 
job classifications and, after experi- 
ence, are eligible for promotion. 

Competition for good clerical help 
has been very keen—a situation ag- 
gravated by the abnormally high 
marriage rate and the increased 
number of girls and young men 
entering college, not to mention the 
attraction of higher starting salaries 
in industry. 

We feel sure that the reputation 
the bank has established as a “nice 
place to work” is one of the reasons 
a great number of younger appli- 
cants and high-school graduates 
come to our Personnel Department. 
This is particularly true, if the bank 
has been recommended by class- 
mates, friends, or acquaintances. 
Such opinions rate very high with 
“teen-agers.” This is the least ex- 
pensive source of recruitment and 
an important factor in the reduction 
of turnover. 

High-school counselors and facul- 
ty members can influence students 
tremendously with their knowledge 
and judgment supported by the im- 
pressions made by individual stu- 
dents over a period of time. Business 
and educational leaders have felt 
the need of better co-operation be- 
tween the schools and industry. 
Consequently, a mutual plan has 
been established and is being car- 





By MILLARD CLEPHANE 


Manager, Personnel Dept., National Bank of Detroit 
Detroit, Michigan 


ried out here in Detroit, whereby 
a group of high-school counselors 
spend six to eight weeks during the 
summer vacation period in various 
industries, including banking. Work- 
ing in various departments and paid 
the prevailing rate for senior cler- 
ical help, they assist the individual 
managers, supervisors, and em- 
ployees in their respective depart- 
ments. At the end of this “work” 
period, they discuss among them- 
selves the problems and experiences 
they have encountered. They then 
report, in oral and written form, 
their opinions to the management. 
We have found these reports very 
helpful. The counselors, in turn, have 


gained further knowledge of busi- 
ness, enabling them to discuss more 
intelligently with their students the 
various industries to which they 
will apply for positions after grad- 
uation. These counselors are re- 
placed each summer, so that all high 
schools, over a period of time, will 
be covered. 

To interest high-school seniors in 
banking vocations, a talk with the 
prospective applicants at the schools 
is the obvious, and most popular 
method. A little forethought will 
suggest many reasons why it is im- 
portant to pick the right person to 
represent the bank at the school 
visited. He must be able to talk the 
language of both the counselors and 
students. To them he is the bank; 
since, to a considerable extent, the 
first impression students get de- 
pends on the representative. If he is 





Seven Points In This Personnel Procurement Program 
Which Keeps Plenty Of Helpers In Training 


1. A meeting is called for department managers with the personnel 
and training departments to canvass personnel needs and sources. 


2. High-school counselors are invited to spend six to eight weeks 
during summer, working in various departments of the bank at the 
prevailing salary. They are then in a better position to recommend the 
graduates most likely to choose banking as a career. 


3. A bank representative goes to the high schools to talk with pros- 


pective employees. 


4. The possibility for advancement is emphasized. 


5. As many new contacts are made as possible. If more prospects 
are secured than needed, the surplus is referred to bank customers 


who need help. 


6. An estimate is made a year in advance as to the number of new 
employees which should be put into training. 


7. Senior positions are filled by advancements. 


5 








Present employees are encouraged to introduce relatives and friends for prospective 
employment. 


empowered to hire, as some repre- 
sentatives are, his position is even 
more important. 

We make sure that the represen- 
tative is well prepared to answer all 
questions pertaining to bank em- 
ployment and advancement possi- 
bilities. He advises students as to 
correct methods of applying for a 
position, the importance of the right 
attitude, dress, and necessity of ap- 
plying alone and not in groups. He 
stresses all those fine points or qual- 
ities employment interviewers ex- 
pect in older applicants and prefer 
to find in younger ones. 

The bank’s representative is a 
salesman for the institution. He 


points out to beginners the advance- 
ment opportunities open to them if 
they care to prepare themselves for 
greater responsibility. 

Young people are not as inter- 
ested, we have found, in life insur- 
ance, hospitalization, pension plans, 
or paid sick leaves of absence as 
they are in advancement to better 
positions. Naturally, they expect a 
higher salary to accompany their 
progress. We feel, therefore, that 
any good program that can be sold 
our younger applicants must first be 
established by management. At our 
bank, this program is a definite pro- 
cedure through which people ad- 
vance. 





Nine Sources Of New Employees 


1. Present employees’ sons, daughters, relatives, and 


friends; 


2. Personnel applications on file and “off the street’ ap- 


plicants; 


3. High schools within a radius of good transportation; 


omAanN Doo - 


. Customers of the bank. 


. Advertising for employees; 

. Private employment agencies; 

. Public employment offices; 

. Fraternal organizations, lodges, and churches; 


. House-to-house canvassing; 


Some employers have set up cer- 
tain scholastic standards as a pri- 
mary basis for selection from the 
high schools. From an employer’s 
viewpoint, it has been established, 
however, that some schools are bet- 
ter sources of applicants than others. 

During periods of full employ- 
ment, the individual student be- 
comes highly selective about job op- 
portunities. Long experience proves 
that a continued program is neces- 
sary for a steady progression of 
workers to offset movings, promo- 
tions, retirements, executive train- 
ing, and separations. 

Since we are interested primarily 
in high-school graduates, this over- 
all program pertains only to them. 
We believe the proper recruiting 
program should ferret out the pros- 
pects and make them available; 
selection recommends from among 
them the most likely to succeed on 
the job. 

Following is a list of the different 
sources used in a recruiting pro- 
gram. There is no one way better 
than others. We find it wise to use 
each of them as the occasion arises. 
1. Present employees’ sons, daugh- 

ters, relatives, and friends. 
2. Personnel applications on file and 
“off the street” applicants. 
3. High schools within a radius of 
good transportation. 
. Advertising for employees. 
. Private employment agencies. 
. Public employment offices. 
. Fraternal organizations, lodges, 
and churches. 
. House-to-house canvassing. 
9. Customers of the bank. 
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Our personne] officers and inter- 
viewers develop as many contacts 
as possible, not only as a source of 
new personnel; but from a public 
relations standpoint, we find it is 
good business where we have an 
excess of applications to refer them 
to our customers and friends. This 
we have found works both ways. 
Our men have found that the con- 
tacts established through office man- 
agement, personnel and training or- 
ganizations have paid dividends in 
many instances. 

We try to estimate a year in ad- 
vance the number of bookkeepers 
and young men to be trained for 
replacements and promotions to 
teller positions. We try to anticipate 
our employment peaks immediately 
after January and June graduation 
dates in our public and parochial 
schools. This is done so that we may 
select new employees from the 


greatest number of available appli- 
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cants. With most employers follow- 
ing this same practice, it is easily 
understandable why the caliber of 
young people available in May and 
December is not too satisfactory. 
During the war years, we em- 
ployed high-school juniors and 
seniors on a part-time basis, par- 
ticularly in the check departments 
during peak periods. It was surpris- 
ing the number of applicants this 
supplied, and the excellent training 
we had the opportunity of giving 
these young people before they were 
available for full-time jobs. 


I have confined my statements to 
the procurement of personne] at 




























y junior levels. It is our general policy 
. to “promote from within.” Along 
L. with this policy, we think it is 
g necessary to have a complete train- 
a ing program in order that assistance 
zs be given deserving individuals who 
g aspire for greater opportunities. 
n Thus, when we hire a page, she 
must have the “I Q” needed by a : 
it bookkeeper. If she is qualified i d poe bys praer nes Fausuaca pet _— by student counselors who have 
ae willing to help herself along, we 
“1 will do our share ‘toward training Promotion from within is valu- amount of the contractual periodic 
and upgrading her to a teller or able to morale. It encourages every- payments. 
* stenographer-secretary. one along the line, and it offers a Offer an inducement of lower in- 
f continued opportunity for new jobs’ terest rates to the borrower who 
- - = to high-school students—the main will be content with a low percent- 
id : source of applicants for most banks, age of loan to — i 
H : . > 5 Do not let the fact that some 
of The Five Articles In This al competitor makes the loans you re- 
Series ject worry you. Remember, you 
, will not be called upon to pay your 
The officers of the National How To Avoid Losses On competitor’s liabilities. Remember, 
- Bank of Detroit will share their Real Estate Loans too, that it is no trick to make 
Bi experiences with Bankers Month- money in the banking business; the 
ly readers on the following sub- If you feel that the value of the hard job is to keep from losing it.— 
: ‘ * : property upon which you are taking R. D. Mathias, president, Chicago 
eee Te CONES Ne a mortgage is inflated, increase the National Bank, Chicago, Ill. 
_ 1. High Schools, The Best 
ts Source Of New Recruits For The ewer 
of Bank Staff. (This issue). 
lic Millard Clephane, ieee This Account Left The Bank For Lack Of Attention 
is Personnel Dept. A new retail chain store was about to open in our town. 
a 2. Personnel Development Our new business representative took several steps to solicit 
hie Arthur Greiner, the account. The first step was by letter, as headquarters 
ne Assistant Cashier were ina a city. pence he = the President of wri 
iin , corporation who expressed surprise that we were going ou 
ol Be ‘ac toe Like About My Job of our way to solicit the account. 
or- a . He said, “It seems strange to me that all three of the com- 
in v_ 1 noe Spicer, mercial banks in Quincy have solicited my account. In my 
Training Instructor city, I had a balance of over $250,000 in one of the commer- 
ad- 4. Nine Million Items Per cial banks and transferred part of it to a smaller local bank. 
ers Month With 1.9 Average Han- Over a period of months, I kept making transfers and finally 
for dlings Per Item. practically closed out the account, having transferred most 
to Charles Loeher, Manager of the activity and balance to the smaller bank. Never did I 
jake Distribution—Proof Department receive a visit from the larger bank or even a telephone call 
vie 5. How We Utilize Our Bank asking why my rag was — ie low.- aa K. 
nial Library And House Organ Barker, Vice President, Granite Trust Company, Quincy, 
nay Mary Ellen Ryan, Mass. 
the Librarian and Editor 
pli- 
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Three Ways To Reduce The Number Of 
Fraudulent Checks Cashed» By Merchants 


E Minnesota Bankers Associa- 

tion, in March, 1948, issued cards 
to its members, bearing the follow- 
ing wording in large type. 


IF IDENTIFICATION IS NECESSARY, 
THUMBPRINT INDORSEMENT OF 
CHECKS WILL BE REQUIRED 


In co-operation with the Minnesota Bankers 
Association, 


Many banks have passed out these 
cards to their local merchants who, 
in turn, have posted them in their 
places of business. The theory is that 
a person desiring to cash a fraudu- 
lent check will not approach a mer- 
chant who displays this sign, for a 
fraudulent check artist does not 
wish to leave his thumbprint. 

The American Institute of Bank- 
ing of Stockton, California, pub- 
lished posters for the use of its mem- 
ber banks, which in turn passed on 
the posters to local merchants. The 
posters in two color were distrib- 
uted in March, 1948, and read as fol- 
lows: 


Don’t Hetp Crime Pay! 


Bap CHECKS 


ATTENTION: Bogus checks have become 
a major form of crime. and it is to your 
interest to assist in the apprehension and 
prosecution of bogus check artists. It is a 
felony in the state of California to draw a 
check without sufficient funds in the bank 
to cover. Report all such checks, and 
forged checks and unable-to-locate-aceount 
checks to your local law-enforcement 


Are Bap Business! 


agency, when in doubt. 

Cut your losses to a minimum by ob- 
serving the following suggestions: 

1. Know your indorser—require identifi- 
cation. Do not cash checks unless you are 
satisfied with identification presented. 
Social Security cards are not considered 
sufficient identification. The description 
of an unknown check casher on the back 
of the check may be very important, and 
automobile license number, if obtainable. 

2. Do not cash pencil-written checks. 

3. Do not eash checks for juveniles. 

4. Require that all indorsements be writ- 
ten in your presence. Be sure that indorse- 
ments agree with the payee named on face. 
If previously indorsed, require that it be 
indorsed again’ in your presence. Fold 
check so that previous indorsement cannot 
be seen—then compare indorsements. If 
you are in doubt at all, obtain a thumb- 
print on the back of the check. 

5. Do not cash post-dated checks. 

6. Do not cash checks with a rubber 
stamped firm name or indorsement. They 
may be good. but why take a chance? 

7. Be cautious in cashing on Saturday 
afternoons. Sundays, or holidays. Many 
check artists specialize in cashing checks 
on days when banks are closed. The rea- 
son is obvious. 

8. Be cautious in cashing checks payable 
to a firm or to two or more persons. Some- 
times two indorsements are required. 
Checks payable to firms or business con- 
cerns are particularly dangerous. 

9. Beware of checks drawn on a_ busi- 
ness written in longhand or typewritten on 
a personal type check. Remember. large 
business establishments use printed forms 
and check protectors with distinctive mark- 
ings. They never use rubber stamped 
checks. 

10. Do not eash checks for individuals 
who have previously had checks returned 
for reasons of “Refer to maker” or “In- 
sufficient funds,” and have thereby caused 


you inconvenience, trouble, and possible 
loss. Bad checks are bad business. 


Remember—Not all strangers are check 
artists, but most check artists 
are strangers. A bad check 
passer has no respect for him- 
self. Why should you respect 
him? 


Needless to say, the merchants of 
Stockton welcomed this assistance. 

In order that our readers may 
benefit from the experience of a man 
who has had an opportunity to ob- 
serve the methods of those who wish 
to defraud by cashing fraudulent 
checks, we have asked C. H. Flet- 
cher, Grapho-analyst, Handwriting 
Identification, and Lie Detector Ex- 
aminer, to prepare a suggested form 
to be sent to local merchants. The 
form which Mr. Fletcher suggests 
is reproduced at the bottom of this 
page. 


Permission is granted cur readers to have 
forms like this printed for their use. 


WHEN we commercial banks make 
loans or buy bonds, we do not “lend 
deposits.” We create them. The de- 
posits may not stay with the bank 
which created them, but they do 
stay within the banking system un- 
til the debt is paid—Wm. G. F. 
Price, vice president, American Na- 
tional Bank & Trust Company, Chi- 
cago. 





An Important Suggestion To Our Customers 


DO NOT CASH CHECKS FOR STRANGERS! 


If you feel you must cash a check for o 
stranger, follow these simple rules: 

1. Have the stranger write his name on a 
piece of paper as you watch. 

2. Have him show you credentials which 
bear his signature. 


3. Compare his signature with the signa- 
tures on the credentials before you give them 
back. 


4. If the signature written on the paper 
does not compare with the signature on the 
credentials, do not cash the check. It is better 
to lose your profit on a sale than to lose both 
your merchandise and your money. 


If a stranger wants to cash a check larger 
than the price of the merchandise he buys, 
look out! Some crooks go from city to city 
cashing forged or fraudulent checks for more 
than the cost of what they buy. Many cases 
are on record of people working this game, 
selling the merchandise, and living on your 
money. You lose your merchandise, your profit 
on the sale, plus your hard-earned cash. 


It is better to refuse to cash a check for a 
stranger than to lose your merchandise and 
your money. 


Not all checks are genuine. Watch out for 
fraudulent checks! 
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is According to a recent Chicago bank survey, 51% communication, the curved glass gives the teller 
of bank patrons interviewed cited convenience as complete, all-around visibility. An electric signal 
the number one reason determining their choice button summons the teller during dull periods. 
of bank facilities. Now you can make your bank 


Installation is quickly completed. You merely 


available to more people and materially reduce time : , ’ 
<iiled ) provide a wall opening as specified by us. The 


7 required for actual banking. The Diebold Drive-up complete Diebold Drive-up Counter is fitted into 
1 . on = 7 , 

an Counter will increase the availability of your bank the space without delay. Write Diebold, Inc, 
1k to depositors in terms of banking minutes saved. 1576 Fifth St. $.W. Canton 2. Ohio 

io » S.W., Ce 2, . 

i The Diebold Drive-up Counter is low in cost, easy 

F. to install; has powerful customer appeal. It supplies, 

a- 


“a in one easily installed unit, every feature you need 
for efficiency and safety. 


The efficient working counter and money drawer 
are screened behind bullet-proof glass and steel. 


An electric speaking system provides two-way 


BANK DIVISION 


Diebold 


Now includes 


YORK VAULTS * McCLINTOCK ALARMS « CANTON 2, OHIO 


BANK VAULT EQUIPMENT © BURGLAR ALARMS, : . " > _ 
SAFES, CHESTS AND VAULT DOORS © MICROFILM 
© ROTARY, VERTICAL AND VISIBLE FILING EQUIPMENT 
Backed by World’s Largest Bank 
Service Organization 
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Employees Made 103 Suggestions 
Which Greatly Improved Our Service 


Of the 103 suggestions made in 1947 by employees, there were 38 
which the Suggestion Committee decided to put into immediate 
use. These were paid for according to their value at rates from 


$10 to $75. 


UR bank has greatly benefited 

from an employee suggestion 
plan in two general ways. First, the 
employees become better employees 
when they make a suggestion for 
improving the operating technique; 
and second, the bank benefits from 
the improvement of the operating 
technique resulting from using the 
suggestion. 

During about 7% years of opera- 
tion, our employees have made more 
than 800 suggestions. During the 
year 1947, for example, 103 sugges- 
tions were made and, of these, 38 
were accepted by the Suggestion 
Committee and are now benefiting 
the bank by the improvement in our 
operating technique which they 
brought about. 

If there were no other benefits, 
we believe the bank would be justi- 
fiéd in carrying on the suggestion 
plan for the sole purpose of helping 
employees to feel that they are each 
a very important part of the organ- 
ization. An employee who is con- 
stantly watching for ways of im- 
proving the operating technique is 
naturally a better employee. He 
likes his work better; he likes our 
institution better, and his work is 
improved in quality. 

These benefits do not come to an 
institution when employees feel 
that their sole duty is to carry out 
orders given them by officers or 
supervisors and do the work merely 
as they are told. 

We believe that our officers and 
supervisors are able to do a better 
job in managing employees because 
of the suggestion system and the 
resulting viewpoint which it gives 
to the employees. Management has 
become more open-minded and ap- 
preciates the qualities of employees 
much more than if it had no sug- 
gestion system and the resulting 
spirit brought about within the staff. 

The routine by which the sugges- 
tion system is handled is quite 
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By G. S. MORGAN 


Asst. Vice President 
The Philadelphia Saving Fund Society 
Philadelphia, Penn. 


simple. Special suggestion blanks 
and envelopes are kept at conven- 
ient places throughout the bank. A 
display card above this file of blanks 
and envelopes promotes the idea and 
keeps it before the employees all 
the time. 

The suggestion blank is so de- 
signed as to bring out all of the 
important points which are in the 
mind of the employee. First, there 
are several lines on which he makes 
his suggestions. 

Beneath the last line are two 
squares in which he _ indicates 
whether he has drawn an illustra- 
tion to show more clearly what his 
suggestion is and whether this has 
been attached on separate paper or 


Five Benefits From The 
Suggestion System 


1. Of 103 suggestions made in 
1947, the committee put 38 into 
use. 


2. The 38 suggestions used 
each made some important im- 
provement in operating tech- 
nique. 

3. In 7% years, employees 
made 800 suggestions. 


4. Employees are paid for sug- 
gestions used in proportion to the 
value—in 1947, from $10 to $75. 


5. Employees are given the 
feeling that they have accom- 
plished something beyond their 
required duties, because every 
suggester receives a personal 
acknowledgment from the presi- 
dent. 


is on the reverse side of the sugges- 
tion blank. Of course, some sugges- 
tions do not require illustrations, 
but the fact that these squares are 
there and are properly labeled en- 
courages suggesters to draw an 
illustration when it will make their 
ideas more clear. 


The next four lines are provided 
for the suggester to state the reason 
for his suggestion. The information 
on these lines is very helpful. 
Usually, it emphasizes the need for 
the improvement the suggester has 
outlined above. 


A space is then provided below 
for the suggester to sign his name, 
the date, and the office or depart- 
ment where he works. 


At the left of that are spaces to 
be used by the Suggestion Commit- 
tee in keeping a record of how the 
suggestion is handled. Each sugges- 
tion form submitted is given a num- 
ber and shows the date it is received 
and acknowledged, the date it is 
submitted to the committee, the 
committee’s action, and, on the last 
line, the date on which the sugges- 
ter is notified of the action taken. 

When the suggestions are taken 
out of the suggestion box, they are 
delivered direct to the president. 
He acknowledges each question per- 
sonally, and this, in itself, is a stim- 
ulant to the employee. Everyone 
who makes a suggestion gets that 
much recognition, even though his 
suggestion may not be put to use. 

The Suggestion Committee con- 
sists of the president and three vice 
presidents, one of whom is the 
chairman, together with the secre- 
tary of the Society and the perma- 
nent secretary of the committee. 

As soon as the president has ac- 
knowledged a suggestion and given 
it consideration himself, it is passed 
on to the other members of the 
committee. Each man on this com- 
mittee, expresses his views regard- 
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Bankers everywhere are asking about the new Todd 


1] 
° Fi nd 0 ut fl OW Imprinter that revolutionizes on-the-premises pocket 


check imprinting. You can get complete details 


merely by mailing the handy coupon below. 
a Ol A Fast, sharp, clean imprinting of depositors’ 


checks with name and address, plus quick binding, 
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i volutionar can now be done in a matter of moments by any 
employee. Check-sorting time is reduced... posting 


errors cut to a minimum. Your customers are served 


f) more quickly, your staff can handle pocket check 
orders faster, your profits increase with this new 


Todd Imprinter. 


Find out more about it. Just clip and mail the 
coupon for full information. Be prepared to serve 


your community with the Todd Imprinter. Send the 


) IMPRI NTER coupon now’. 
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ILLUSTRATION ATTACHED [_] 


MY REASON FOR THIS SUGGESTION IS 


Please Do Not Write In This Section 


ne ee 
RECEIVED AND ACKNOWLEDGED 
SUBMITTED TO COMMITTEE 
COMMITTEE ACTION 
NOTIFIED SUGGESTER 


871 u/us 


Ps F $ 
SUGGESTION BLANK 


On reverse sive [ | 








Signature 


office or Department 


Routine By Which Suggestions Are Handled 


1. Suggestion blanks and en- 
velopes in suitable containers are 
conveniently posted throughout 
the various offices and depart- 
ments of the Society. A display 
card promoting the plan is at- 
tached to each of the containers. 


2. The suggestion blank, which 
is about the size of an ordinary 
telegraph blank, provides space 
for the suggestion, space to ex- 
plain the reason for the sugges- 
tion, space to record the dates of 
the committee action and space 
for the identification of the sug- 


gester. Illustrations may be at- 
tached to the blank or drawn on 
the reverse side of the blank. 


3. The suggestions are ac- 
knowledged by the president and 
circulated for general informa- 
tion among the members of the 
committee. 


4. Suggestions are then re- 
turned to the vice president in 
charge of the department that 
has jurisdiction over the matter. 


5. After evaluating each sug- 
gestion on the basis of its ap- 





ing the suggestion on an attached 
paper. All of the papers are then 
sent to the vice president in charge 
of the department to which the sug- 
gestion applies. He conducts any 
necessary investigation as to the 
advisability of using the idea in his 
department and discusses these 
points with the whole committee at 
the next meeting. The committee 
takes action, and the suggester is 
then advised by a letter from the 
chairman. This information is sent 
promptly, and it is the effort of the 
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plication within his own depart- 
ment, the vice president is pre- 
pared to discuss the suggestion 
with the committee at the regular 
meeting. 


6. Promptly after the meeting, 
the chairman advises the sug- 
gester of the action taken on his 
or her suggestion. 


7. Awards are determined by 
the committee on the basis of the 
value of the suggestion. The 
minimum award is $10 and, to 
date, the maximum has been $75. 





committee to avoid any delays. 
Naturally, anyone who has made a 
suggestion is eager to hear of its 
fate as soon as possible. 

If a suggestion is accepted for use, 
the committee determines its value 
and awards a cash prize based on 
the value of the suggestion. No prize 
is less then $10 and, up to date, the 
highest prize has been $75. 

One suggestion led to an im- 
proved method of filing deposit ac- 
count index cards, It is easy to see 
that this would be of definite money 


value to our organization. When the 
value of this type of suggestion is 
multiplied by 38, it is clear that, in 
one year, our operating technique 
has been improved to the extent of 
many more dollars then the prizes 
awarded to the suggesters. 

Naturally, cur employees like the 
suggestion system. They appreciate 
the money they receive, but they 
have an added pride in their con- 
tribution to the organization as a 
whole that results when their ideas 
are put to practical use. 
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..-HOW REMINGTON RAND’S 
FREE TYPING STATION ANALYSIS 
LEADS TO GREATER TYPING PRO- 


; DUCTION ... AT LOWER NET COST! 
O comparison oF 


COSTS—item by item, Now you can find out—without cost or obli- 
your typing station costs gation—just where your typing production 
ice AN may be falling while typing costs rise. In the 
this way you can imme- three steps described at the left, your nearby 
diately see if your ex- Remington Rand representative analyzes 
Sen your typing stations .. . learns the source of 
your troubles... makes his recommendations. 
And if he suggests the new Remington Noise- 
less as the ideal replacement for your worn, 
inefficient typewriters ... let him show you 
why! Ask for a demonstration right in your 
own office of the many Plus Values of the 
Remington Noiseless that pay you a double 
dividend ... typing perfection with quiet! 


correct model type- 
writer for the job to be 
done... and if special 
attachments are neces- 
sary to improve effi- 
ciency. 


the new 
REMINGTON NOISELESS 


© evatuation oF 
EQUIPMENT — A thor- 


ough physical checkup 
of yous typeunttess wil MAIL THIS COUPON TODAY! 


weed out inefficient, Remington Rand Inc. Typewriter Div., Dept. B1 


outmoded machines, 315 Fourth Avenue, New York 10, N.Y. 
You'll be advised of the 


¢ suitable model f I'm interested in turning office costs into profits. Please arrange 
: an analysis of our Typing Stations without cost or obligation. 
your job requirements. 


January, 













Incomes Of Farmers Increase When 






Supplementary Feeds Are Purchased 


Losses on loans to buy supplementary feeds have been only 5/100 
of 1% during the last 6 years. Losses on loans to feed dealers have 


Y COMPANY and many others 

in the agricultural field have 
been forced against our wills and 
better judgment to become money 
lenders. We find ourselves financ- 
ing feeders and merchants. Frankly, 
we don’t like it—and we don’t think 
local bankers should welcome it 
either. It is a situation that I do not 
believe should exist, and I am hope- 
ful that what I say here may tend 
to correct it. 

Unfortunately, it seems to be gen- 
erally assumed that a farmer can 
raise all the feed necessary for his 
poultry and livestock and, there- 
fore, there is no need to finance feed 
purchases. The pasture, hay, and 
grain crops raised on most farms are 
vitally important in any feeding 
program—but they must be sup- 
plemented by purchased protein and 
vitamin concentrates. Otherwise, the 
ration will be unbalanced and the 
results uneconomical and unprofit- 
able. 

It is an established fact that it 
requires about 12 bushels of corn to 
put 100 pounds of gain on hogs by 
straight corn feeding. 

Fifty pounds of a good supple- 
ment and just 5% bushels of corn 
will produce the same 100 pounds 
of gain and do it in almost half the 
time. 

On today’s prices for corn and 
supplement, this means a saving of 
$6.30 per hundred pounds of gain, 
or $15.75 per 250-pound hog at 
marketing time. 

The average dairyman increases 
milk production at the rate of 16 
pounds per cow per year. At our 
company research farm, through 
proper feeding and management, we 
have increased the average produc- 
tion at the rate of 285 pounds per 
cow per year for the past 20 years 
—more than 17 times as fast as 
normal. And we have done this on 
grade cows, without the use of a 
proven sire and without the pur- 
chase of a single female. 

A great broiler industry has been 
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averaged only 1/100 of 1%. 





By DONALD DANFORTH 


President, Ralston Purina Company 
St. Louis, Mo. 


developed in America within the 
last few years. Last year, the farm 
income from broilers was estimated 
at two hundred and. seventy-three 
million dollars, and it is increasing 
every year. The average broiler is 
grown to the weight of about three 
pounds and marketed at 12 weeks 
of age. This would be totally impos- 
sible without the use of scientifically 
balanced purchased feeds. 

I can speak only for my company, 
but perhaps with the aid of experi- 
ence figures, I can illustrate just 
how substantial and how profitable 
this credit business has become. 
Here is the record of our own com- 


pany over the past six years. 
Total Bad Recoveries Per Cent 
feeder debt of losses of loss 
loans losses 
1941-42 $4,863,727 $7,866 15/100 of 1% 
1942-43 3,853,687 $ 361 i 
1943-44 3,346,779 : 1,516 
1944-45 3,794,374 542 - 15/1000 of 1% 
1945-46 3,335,761 ee: «ces 2/10 of 1% 
1946-47 5,760.188 40 
$24,954,516 $15,355 $1,917 5/100 of 1% 


A poultryman raising fryers or 
broilers has 12 weeks of expense 
before he can collect from his sales. 

General poultrymen and dairy- 
men have a more regular cash in- 
come, but even so there is an aver- 
age of a 26-week span between the 
baby chick and the laying pullet. 
And there is an average of 26 or 28 
months before the baby calf be- 
comes a milking heifer. 

It takes 6 months to grow a pig to 
a market-weight hog. At best, the 
hog raiser can collect only twice a 
year, and is under heavy expense 
during the intervening months. 

A turkey raiser must buy pullets 
and provide for equipment, feed, 
and labor. He must wait six months 
for marketing and his pay-off. 

Now let us look for a moment at 
dealers’ loans. The distribution of 
our products is in the hands of the 
local feed dealers. These dealers 


regularly pay cash for feed—usual- 
ly sight draft, bill of lading at- 


tached. This business creates a 
credit need and opportunity for 
someone. The feed dealer needs 
credit for many purposes, but I want 
to speak of only two—the financing 
of inventory and accounts receiv- 
able. 

The average farmer spends more 
money with his feed and farm sup- 
ply dealer than with any other mer- 
chant in town. Given service and 
results, the farmer is the most loyal 
customer in America. The farmer 
must buy feed month in and month 
out—and in spite of booms and de- 
pression, hell and high water. 
Hence, the rate of turnover of in- 
ventory in the feed dealers’ business 
is the fastest of any business in your 
town. And because of the import- 
ance of a careful selection of credit 
risks and the customary practice of 
limiting credit terms to relatively 
short periods, a feed dealer’s ac- 
counts receivable also provide at- 
tractive collateral for loans. 

I can present figures only from 
my own company, but I believe they 
are very representative. 


Total Bad Recoveries Per Cent 
dealer debt of losses of loss 
loans losses 

1938-39 $2,910,266 $2,418.71 9/100 of 1% 

1939-40 2,968,882 2,135.84 9/100 of 1% 

1940-41 3,574,171 $1,263.15 

1941-42 5.065.611 2,571.6 5/100 of 1% 

1942-43 7,713,117 2,013.89 

1943-44 6.836,321 150.43 

1944-45 6.794,785 296.76 

1945-46 5,160.030 4.87 

1946-47 4,846,461 21.69 

1947-48 5,125,000 1,488.00 

Totals $50,994,644 $8,614.15 $3,759.79 1/100 of 19% 


During this 10-year period, we 
financed the sale of about 50 mil- 
lion dollars of our products to deal- 
ers, which, in addition to the extra 
volume of business it provided, gave 
us a handsome financing profit that 
should have been yours. 


Directors may be held liable for 
losses due to their negligence in 
authorizing collateral loans without 
sufficient security. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


With a higher percentage of their assets tied up in 
inventories, some borrowers may require additional 
accommodation, or you may require more complete 
inventory control ...QOur Field Warehouse Service 
gives you complete inventory control... and it en- 
ables you to lend safely against Warehouse Receipts 
on inventory stored right on your customers’ own 


premises. 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. * 14 Lafayette Square, Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. 
120 So. LaSalle St., Chicago 3, Ill. * Thomas Bidg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. * First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bidg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 8th & Locust Sts., St. Paul 1, 


Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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Community 


Good Will Developed 


By An Informal News Column 


Instead of using formal advertising, this banker chats with the 
people of his community in a regular column in the weekly news- 
paper. As a result, his bank shows an increase in deposits from 


$126,000 in 1934 to over three million in 1948, in a town of 1,688. 


N our rural territory, a column of 

specially written informal news 
and editorial comment published in 
our town’s weekly paper, the Cedar 
County News, creates more reader 
interest than any other form of ad- 
vertising. Actually, the column car- 
ries to all the people, discussions and 
conversations which occur daily be- 
tween customers, visitors, and offi- 
cers of our bank. It gives a personal 
touch to local, national, and world 
events so that the reader of this 
column has the feeling he is sitting 
across the table, taking part in the 
visit himself. 

Of course, we stress agricultural 
matters—market conditions, eco- 
nomic policies, the weather, safety, 
farm management, and rural com- 
munity life generally—the things 
that are matters of common interest 
and conversation. There may be six 
or a dozen different subjects in any 
week’s column—sufficiently varied 
to provide something of interest to 
nearly every reader. 

There are three things that we 
try to do with this publicity pro- 
gram: 

1. To establish bank leadership 
and build confidence in the 
bank and its management. 

. To encourage people to bring 
their problems — financial 
and other—to the Bank of 
Hartington for any assist- 
ance we can give them. 

3. To make people THINK! 

And there is objective No. 4: To 
serve indirectly all banks, in that 
our method of advertising is so gen- 
eral in character that customers of 
other banks will automatically ap- 
ply their thinking to the bank where 
they do business. In that way, the 
beneficial results accrue to banks in 
general. 

This county seat was without a 
bank for nearly two years. Business 
had departed in every direction. It 
was felt that, if we could get people 
coming to us, we would, by the law 
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By E. W. ROSSITER 


President, Bank of Hartington, 
Hartington, Neb. 


of averages, obtain our share of the 
banking business. Starting in 1934, 
a complete drought hit the territory, 
and in 1936 it repeated. Drought 
and depression are the twins of 
disaster. 

However, as we pursued our 
course of advertising, a little more 
boldly as each year rolled by, our 
results have exceeded our expecta- 
tions. With a population of 1,688 
in Hartington, the bank’s deposits 
have exceeded three million dollars. 
Its total loans (which to our way of 
thinking, tell the real story of bank 
service to its trade area) have ex- 
ceeded $700,000. 

From time to time, we reprint 
our bank’s financial statement and 
excerpts from published articles in 
a separate newssheet, which we dis- 
tribute to our customers and neigh- 
bors—and to many bankers— and 
we suggest that it be passed on. In 
this way, we reach a considerably 
larger group of people and stimu- 
late further discussion on our edi- 
torials. 

Non-customers from other parts 
of the county frequently call at the 
bank to discuss some item or to 
suggest a topic which they feel 


should be brought up in this bank 
column. Businessmen tell us now 
and then that a certain subject 
dominated their customers’ conver- 
sations that week. “Hot” arguments 
have been reported from threshing 
crews and other farm groups. All 
of which means that the column is 
widely read and talked about—and 
that kind of reader interest is one 
of the objectives of any advertiser. 
We get criticism, too. We invite it. 

The material is all prepared 
within our bank, largely by this 
writer. Ideas and items float in from 
everywhere, You’d be surprised to 
see how many good people present 
them—in person and by mail. That 
is another yardstick of reader in- 
terest. There is never a lack of 
good material. It is always a ques- 
tion of keeping it within the column 
length. When a column is finally 
put together, the five or maybe ten 
sheets are passed around among the 
officers for criticisms and sugges- 
tions. It is then boiled down to the 
column limit. No outsider contrib- 
utes anything. 

When we started out to warn cus- 
tomers “to get out of debt,” we 
alarmed some of our banker friends. 
“You'll scare away all our bor- 
rowers,” they told me. Of course, 
no such thing happened. Notwith- 
standing our frequent urgings to 
get out of debt, our loan totals av- 


The accompanying article tells how one banker stimulates 
community thinking through a newspaper column that also 
serves as bank advertising. What Mr. Rossiter has done by 
writing might be equally well performed by another banker 
who prefers speaking to writing. Opportunities to speak before 
groups of various types come to most bankers in the normal 


course of events. 


Subject matter and method of comment for talks adapted to 
developing financial thinking can be gained by reading the 
printed excerpts of some of Mr. Rossiter’s items. 
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NATIONAL MECHANIZED ACCOUNTING 


gives definite proof and control 


on all incoming items! 


For every bank, large or small, the National Central Control and Proof 
Machine is the answer to two'basic problems: (1.) the proving of all incoming 
items; (2.) the maintenance of an even flow of work to all departments 
throughout the day. 

Many small banks, some handling even as few as 1,000 items a 
day, find their National Central Control and Proof Machine 
indispensable. One large bank uses 69 of these machines! 

In addition to the National Proof Machine, National offers 
an efficient, mechanized answer to every bank accounting problem. 
Of the 100 largest banks in the United States, 94 use Nationals! 
Thousands of smaller ones use them, too. Does your bank? 


January, 1949 


National provides a complete line 
of accounting machines to meet the 
needs of every department of 
every bank, large or small. They're 
all described in an illustrated 
64-page booklet, which your 

local National representative will 
be happy to give you. 
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erage around $600,000. Other bank- 
ers and customers, too, agree that 
our comments have made borrow- 
ers more cautious, caused them to 
greatly reduce their debts and, in 
many cases, to pay them off entire- 
ly. Without doubt, these efforts 
have greatly improved banking 
conditions and placed our lending 
on the soundest possible basis. 


What We Have Said On 
Many Topics 


Here are some examples of the 
material used to encourage saving: 


Will some of us be looking back to the 
good old days of 1947 in another year— 
or even six months—and find we are talk- 
ing to ourselves? Will we catch a mum- 
bling sound coming out of the clear blue 
sky with a voice saying: 

“Why did I buy that thing? I could 
have got along without it!” 

“How I wish I had kept that $2,000 in 
the bank to go on! YE GODS, why was 
I such a chump to let that fellow talk 
me into that deal?” 

Yes, it is when you find yourself going 
around mumbling about your mistakes 
that you realize the truth of the old 
adage: “Easy come, easy go.” 

For those who haven’t reached that 
stage, perhaps a little thinking along the 
above lines will help you “Hold That 
Gain.” Don’t fritter away what you have 
saved. 

The day will come when a dollar will 
buy twice what it does today. 

* * * 


Farm Machinery Poor—is reported to 
be the situation of many farmers in the 
corn belt . . . Don’t load up on machin- 
ery. The time is here, or will be shortly, 
when other farmers will be seeking to do 
some of your tractor farming for you— 
and probably cheaper than you can do 
it when you consider all the costs and 
depreciation on farm equipment. 

* * * 


What this country amounts to depends 
on what happens to its homes ... And 
what happens to its homes depends large- 
ly on how folks manage with their incom® 
—the money that comes into their hands. 
Money management ranks near the top 
of all the rules of better living—for mak- 
ing a real home. ... 

What do you Owe? 
OWN? 

How do you stand today—compared 
with one year ago? Compared with five 
years ago? 


What 


do you 


* * * 


Community Projects Are Promoted 


On controversial subjects, such as 
taxes, railroad wages, resulting 
freight rates, strikes, and European 
aid, we take a definite stand and 
state our reasons. Considerable ma- 
terial of this nature is used. It is 
surprising to find that the great 
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majority of our readers are in 
agreement with the position we 
take, too. 


Over a period of years, articles 
promoting membership in the Blue 
Cross hospitalization program have 
been published in this column. Tied 
in with other efforts in this connec- 
tion, the Bank of Hartington Group 
has developed a membership of 
1,503 persons. No remuneration to 
the bank is involved. But this and 
similar endeavors have done a great 
deal to make people in the com- 
munity bank-conscious. 

Here is another sample of sug- 
gested action from our column: 


Plant Trees—No spring should pass 
without planting trees. In town, a few. 





How Editorialized Publicity 
Has Increased Bank 


Prestige 


1. Because the column ex- 
presses a definite opinion on 
policies affecting the commu- 
nity’s livelihood, it has high 
reader interest. 

2. Community bank-conscious- 
ness has been increased by ty- 
ing in banking activities with 
current conditions. 

3. Public confidence in the 
bank and its management's 
views brought many new de- 


positors and borrowers to the 
bank. 


4. Old customers are held be- 
cause their interest in the bank 
is retained. 


5. Leadership in community 
projects, expressed in the col- 
umn, identifies the bank closely 
with local interests. 


6. Readers have been given 
stimulus to act on questions af- 
fecting their own and commu- 
nity welfare, which is definitely 
beneficial to the bank. 


7. The informal method of pre- 
sentation makes education on 


the use of the bank more accept- 
able. 


8. The material is collected in 
special reprint form about once 
a month for wider circulation 
than that offered by the local 


paper. 


In the country, the more the better. Start 
a shelter belt. Plant trees along fences on 
roadsides. Get those weed corners pro- 
ducing trees. Consult Soil Conservation 
Engineer Leonard Miller or County 
Agent Weir. 


Milk Cows—While Cedar County has 
been No. 1 in hog production in Nebras- 
ka for some years and high in beef types 
of cattle, few real dairy type cows were 
milked. In the last five years, this picture 
has been greatly changed by the Bank of 
Hartington bringing in more than 2,000 
Holstein heifer calves from Wisconsin 
areas. The idea was promoted through 
our weekly column. 


Every now and then, we manage 
to “sandwich in” a paragraph about 
farm loans, feeder loans, FHA 
loans, all kinds of insurance, check- 
ing and savings accounts, and other 
allied lines. This column method is 
most flexible. Usually, we are able 
to tie in the advertising with some 
current topic of discussion. 


We know it is read because we 
have direct results. For example, a 
hail insurance paragraph brought in 
an unusual increase of hail business 
for the bank and all insurance 
agents in town. We know of no 
more effective method of present- 
ing what we want our customers 
and readers, generally, to get. It is 
our method of developing new bus- 
iness and keeping old customers 
coming back. And occasionally we 
write: “If you are not now doing 
business with the Bank of Harting- 
ton, you have a neighbor who is. 
Ask him about us.” 


The following comment was used 
to build insurance business—to 
protect customers from being vic- 
timized by strangers: 


EGGS IS EGGS—until you start to use 
‘em. Then, brother, what a difference!! 


In some degree, the same applies to 
insurance. Many of the policies supply 
what appears to be the same “Standard 
of Service.” The policies look much alike, 
but the differences show up when you 
need the insurance most—when you have 
a loss. Then is when it pays to have 
secured your insurance from a home 
agent, an established insurance office, an 
experienced man who has the knowledge, 
the know-how and the good companies 


“DON’T DO BUSINESS WITH A 
STRANGER.” You have read or heard 
that statement before. But, good people 
forget. Since January 1, a farmer was 
talked into a life insurance policy. He 
was told certain things that he would get. 
He signed some papers. When the policy 
came, it wasn’t what he was promised 
He wrote the company to cancel it. The 
company “was sorry.” He had signed a 
note. The note had been sold to another 
company, a “cover up” for the insurance 
company, so this man could not refuse 
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It’s the 


CHEQUES 
Sold Mowe 


When you sell American Express. Travelers Cheques 
these EXTRA VALUES make friends for your bank 


EXTRA: Your customers can use American Express Travelers 
Cheques almost everywhere. They are the original and by far the 
most spendable travelers cheques in the world. 


EXTRA: American Express is carrying out a permanent program 
of intensive education, emphasizing that American Express 
Travelers Cheques may be accepted without fear of loss. Hotels, 
restaurants, gas stations, gift shops, transportation terminals 

and many other business places all will honor your customers’ 
American Express Travelers Cheques. 


EXTRA: An American Express Travelers Cheque is a “member- 
ship card” in America’s foremost travel organization. When your 
customers carry American Express Travelers Cheques on 

trips, if they need help in solving their financial problems they 

can be sure of assistance anywhere in the United States and 

in principal cities around the world. 


ER a 
AMERIC4y, These extras have made American Express Travelers Cheques by 
f'soase}} far the best known cheques in the world. Because they are the best 
= for your customers, we sincerely believe they are the best for you. 


Expres® 


AMERICAN EXPRESS TRAVELERS CHEQUES 


January, 1949 
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MONDAY, JULY FIFTH 
LEGAL HOLIDAY 
Let us take care of your needs 
for over July 4th on Saturday, 
July 3rd. Banks will not be 
open Monday, July 5th | 
“IT NEVER HAILS | 
in our part of the county.” That | 
was the remark of a custome; 
about two weeks ace 
Suggested ~ 
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The column at the left of the page, at the top of the illustration is a regular feature in the Cedar County News. The paper illustrated be- 
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low it is made up of reprints of the items published in the newspaper column during one month. These reprints are sent out to many peo- 


payment by presenting his defense that 
it had been secured by misrepresentation. 
No, it is now in the hands of an “innocent 
purchaser.” If he did not pay, they would 
sue the agent in the big ‘city and the 
farmer would have to go to the city to 
fight the case. 

S-0-0-0-0-0-0, it 
at home. 


pays to do business 


Keep that in mind for your hail insur- 
ance, for your property insurance, for 
your life insurance. Lawrence Rossiter 
will be glad to talk over your insurance 
with you. 


Safe Deposit Rate Explained 


This is the way we called atten- 
tion to our safe deposit vault rate 
increase last April: 


May First is safe deposit box time at 
the Bank of Hartington. Your annual box 
rent will be due. For 15 years now, you 
have enjoyed a very great bargain in safe 
deposit service. So great, in fact, that the 
returns have not covered the cost of 
operating the safe deposit vault. Com- 
mencing May 1, the following schedule 
of rates will go into effect: 

No. 1 size (small box) $2.40. This is 
two-thirds of one cent per day. And 40 
cents of this amount goes to Uncle Sam 
for tax. 

No. 2 size (medium box) $4.80. This is 
one and one-third cents per day. And 80 
cents of this goes to Uncle Sam for tax. 

No. 3 size (large box) $7.20. Costs two 


20 





ple and provide an even more helpful way for the bank to give information to its customers and prospects. 


cents per day and the tax to Uncle Sam 
takes $1.20 of this sum. 
* 7” ” 

The same location—Column 1 on 
the back page of every issue—is 
used. Frequently we are told by 
readers: “I turn to the back page 
the first thing when I get the Cedar 
County News each week.” The 
bank’s name appears in standard 
form at the end of each column 
with date of publication. 

*x* * * 

Discussing this type of advertis- 
ing, bankers often remark: “That 
must be a lot of work. I could never 
find time to do it.” 

To the beginner, it may seem like 
“a lot of work.” But actually, it is 
not. If the average country banker 
will jot down on paper the sub- 
stance of conversations he has from 
day to day with depositors, bor- 
rowers, and the usual run of visi- 
tors, he will find therein the mate- 
rial for a column which will be of 
great interest to his own customers 
and their neighbors. Other ideas 
can be drawn from trade magazines 
and bulletins, house organs and ad- 
vertising of other businesses. In- 
stead of just reaching a few people 
each week, he will be reaching sev- 
eral score, several hundred. And he 
will find the job intriguing. 





A man’s judgment is only as good 
as his information. Surely the bank- 
er has the greatest interest in see- 
ing that his customers and potential 
customers get the very best infor- 
mation. This “additional” publicity 
is the easiest way to provide it, in 
our experience. 


Checks Written In Pencil 
Are To Be Discouraged 


A bank attorney warns that it is 
unwise to accept checks signed or 
filled out with a pencil. Customers 
who write checks with a pencil 
should be educated to the danger 
of such checks being raised. This 
attorney is so emphatic in his advice 
to his own bank that he insists that 
a teller refuse any check made with 
a pencil. 

The same warning is given re- 
garding any checks bearing any 
material alterations. He considers 
the crossing out of the printed name 
of a drawee bank, with the name 
of another bank substituted, as a 
material alteration. He instructs the 
tellers in his bank to refer such 
checks to officers who, in turn, are 
instructed to verify the authenticity 
of the check by calling the customer. 
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BURROUGHS 
COMMERCIAL TELLER’S 


e Bank 
The larg MACHINE 


Large banks report that it speeds teller 
operations as much as 30%, and simpli- 
fies teller balancing at the end of the day. 
They feel, too, that registered deposit 
receipts help maintain their reputation 
as modern, progressive institutions. 


Small banks report that this Burroughs 
machine helps to modernize the banking 
operation... makes it much easier for the 
tellers to take care of the cage operations. 
It provides a complete and orderly 


it is printed record of all transactions. 

1 or 

ners 

ncil 7” P 

ager ‘ | he Actually, it’s the customers of both kinds of banks 


This who like it most. They appreciate the faster window 
vice service—the neatness, accuracy and convenience of registered deposit receipts. 
that 
with 
Your local Burroughs representative will gladly give you complete in- 
formation about this modern tool for tellers—its success in other banks 
. its contribution to improved customer relations. Call him today! 


Burroughs 


January, 1949 





Review Of 424 Tested Ideas Published 
Since July, 1948 


Here are republished the 424 ideas for the use of directors, manage- 
ment committees, cashiers, department managers and others who 
are looking for tested plans to reduce cost and increase income. 


ACCIDENT PREVENTION 


Office Accidents Prevented By 
Calling Attention To Hazards 


On Page 26, November, 1948 issue 


SEVEN WAYS TO PREVENT 
OFFICE ACCIDENTS 


1. Make sure that all file drawers are 
pushed back into place before leaving 
them. 

2. Be 
heavily 
cabinet. 

3. Don’t leave the lower drawers of 
desks open. 

4. Don’t stand on a chair to 
something on a high shelf. 

5. Don’t try to lift heavy desks and 
file cabinets without help. 

6. Don’t let a heavily loaded file 
drawer roll shut on your fingers. 

7. Don’t wave your arms in the air 
when you are holding a pair of scissors 
or other sharp objects. 


eareful 
loaded top 


about pulling out a 
drawer of a file 


reach 


AUDIT PROGRAMS 


Defalcations Can Be Controlled 
By An Audit Program 


On Page 40, August, 1948 issue 
NINE PRINCIPLES OF 
DEFALCATION CONTROL 


1. The basis for defaleation contro) is 
a well-planned audit program. 

2. The directors have the greatest stake 
of all in the auditor, since their potential 


liabilities are the greatest. Therefore, it 
is necessary that the auditor have a free 
hand with his audit program and that he 
be responsible only to the board of 
directors. 

3. The board of directors should then 
have a conference with their auditor and 
insist that a regular program of auditing 
be set up for the calendar year. 

4. Then, semi-annual reports must be 
made to the board of directors in con- 
siderable detail pointing out what has 
been accomplished and what corrections 
have been instituted where necessary. 

5. Under the system outlined, the audi- 
tor is free to call a special confidential 
meeting of the directors of his bank 
whenever he has reason to do so and this 
will serve to give him the confidence 
necessary to do the best job he can. 

6. You cannot prevent a crook from 
taking money or valuable property, but 
vou can control the amount he or she 
has access to, and you ean control the 
length of time the theft will run before 
detection. 

7. You ean ealeulate the risk and in- 
sure yourself up to these limits. 

8. There are two great needs in the 
bank auditing world as it stands today. 
The first need is thoroughness. It may 
even be true that the degree of thorough- 
ness will in itself determine the success 
of any audit program. 

9. The second great need, and the more 
important one for better bank auditing, 
is to get the story of the importance of 
auditing to the men who need most to 
hear about it—the directors of banks. 





Number Of Ideas On Each Of 19 Subjects 


No. of Ideas 


Subject 
Accident Prevention 7 
Audit Programs 15 
Bookkeeping 7 
Correspondent Services. 24 
Directors 21 
Equipment 5 
Legal 16 
Loans 55 


Management 4 


Subject No. of Ideas 
Credit Studies oul 
New Business 32 
Operation 4 
Personnel i 77 
Protective 22 
Public Relations 33 
Records 12 
Safe Deposit 7 
Staff Magazines 17 
Statement Mailing 3 


Miscellaneous (Ideas in short articles) . 52 


Our Small Bank Is Protected By A 
Simple Internal Audit 


On Page 32, November, 1948 issue 


PRINCIPLES OF OPERATING AND 
INTERVAL AUDITING FOLLOWED 
BY THIS BANK 


1. Employees who perform bookkeep- 
ing functions are not permitted to handle 
cash and securities. 

2. We rotate our employees in differ- 
ent jobs once or twice annually. 

3. Each of our officers and employees 
is required to take two weeks vacation 
annually. 

4. The officers and the General Book- 
keeper-Auditor audit the assets of the 
bank periodically by actual count and by 
tracing items in transit or in custody of 
other banks. 

5. The General Bookkeeper who also 
serves as auditor makes a detail audit 
each day of all interest income and of 
expense, 

6. We audit our customers’ accounts 
by direct verification wherever possible. 


BOOKKEEPING 


Members Of 279 Clearing Houses Now 
Benefit From Deferred Posting 


On Page 26, September, 1948 issue 


SEVEN ADVANTAGES OF FULLY 
DEFERRED POSTING 


1, An entire day’s work is ready for 
the bookkeepers when they report for 
work in the morning. ‘‘ Waiting-for- 
work’’ time is eliminated. 

2. ‘*Dribble posting’’ is eliminated. 
The straight run of items results in fewer 
balance pickups, fewer postings, and, 
consequently, fewer motions and fewer 
errors. 

3. The customers’ ledgers and _ state- 
ments reflect the true condition of the 
day’s business. All items received up to 
the afternoon closing hour are entered on 
the books as of the day of receipt. 

4. Work pressure is relieved and staff 
morale improved. Regular working hours 
with adequate lunch and rest periods can 
be observed. 

5. Ineonvenience is eliminated and 
time is saved in connection with the 
handling of return items. Since all de- 
posits for the day are in the hands of 
the bookkeepers at the time they are 
paying the checks, tellers do not have to 
be called nor need work in process ke 
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reviewed to see whether deposits have 
been made which would offset impending 
overdrafts. 

6. The day’s work is handled in a 
more orderly manner as the need of 
speeding the work through the several 
handlings up to the bookkeepers is elim- 
inated. 

7. The greater operating efficiency 
saves people, machines, and space. Ex- 
penses are, therefore, reduced. 


CORRESPONDENT SERVICES 


Twelve Specific Services Given By A City 
Bank To Correspondents 


On Page 5, July, 1948 issue 


THESE ARE THE TWELVE SERVICES 
DESCRIBED HERE 


1. The consolidation of two banks 
set up. 

2. A loan to a large orchardist shared 
with the local bank. 

3. A loan to a frozen food company 
shared with the local bank. 

4, An officer loaned to help organize 
a new bank. 

5. Speakers supplied for the annual 
meetings of correspondent banks. 

6. Forms and contracts. for loans on 
life insurance policies supplied. 


7. Hotel reservations and_ tickets 
secured for officers and customers of 
correspondents. 


8. Bond portfolios analyzed. 

9. An analysis of operations and pro- 
cedures made to discover possible im- 
provements and economies. 

10. A loan on life insurance provided 
to a local bank. 

11. Searce materials found for corre- 
spondent officers or customers. 

12. Deposit accounts of manufacturers 
secured for local banks. 


Customers Of Country Banks Served 
Through City Correspondents 


On Page 5, October, 1948 issue 


12 WAYS IN WHICH CUSTOMERS OF 
CORRESPONDENTS HAVE 
BEEN SERVED 


1. A customer in a distant city was 
wired funds which he needed. 

2. A customer traveling in France 
was provided with funds through a 
French correspondent bank. 

3. Funds are transferred 
correspondents in all countries. 

4. Flowers, money, and other things 
are delivered to hospital patients at the 
request of out-of-town banks. 

5. Special gifts are secured for de- 
positors of out-of-town banks. 

6. Securities and other valuables are 
delivered to local residents. 

7. Arrangements are made for the 
transfer of goods to foreign countries. 

8. An annulment of marriage was 
secured for a trust customer who was 
in a mental hospital. 

9. Wire transfers of large sums are 
nade through the Federal Reserve Bank 
at reduced costs. 

10. A manufacturing plant was sold 
for a bank customer. 


through 
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11. Funds were transferred to a ‘re- 
leased prisoner of war in Africa. 
12. Excess loans are taken to 
finance correspondents’ customers. 


help 


CREDIT STUDIES 


Production Profits May Be Increased By 
Replacing Obsolete Machines 


On Page 8, October, 1948 issue 


FIVE REASONS FOR ENCOURAGING 
MACHINE TOOL REPLACEMENTS 
IN INDUSTRY 


1. Corporation earnings for 1947 were 
actually less than the amount needed for 
new plant expenditures. 

2. Corporations engaged in manufac- 
turing have an obligation to produce a 
maximum of articles needed by society. 

3. Metal-working production could be 
increased more than 50% by present-day 
machine tool replacements. 

4. Machinery that is out of date costs 
too much at any price. 

5. A manufacturing plant that has 
obsolete machinery will not be able to 
eompete at a profit. 


COST ITEMS IN MAKING MACHINE 
TOOL REPLACEMENTS 


1. The cost of the new machine. 
2. Attachments and tools for the new 
machine. 

3. Electrical equipment. 

4. Freight to point of installation. 

5. Foundation (if one is required); 
changes in overhead lighting or con- 
veyors; cost of running wires, com- 
pressed air, and water lines to the new 
machine. 

6. Capital originally invested in the 
old machine if this has not been recov- 
ered by depreciation reserves during its 
years of use. 


DIRECTORS 


Directors Serving Without Salary Are 
Not Employees By Court Decision 


On Page 18, July, 1948 issue 
THE FEATURES OF THE DECISION 


1. Directors who receive no compen- 
sation are no longer classed as bank em- 
ployees. 

2. Those who have officer titles but 
receive no compensation from the bank 
are no longer classed as employees. 

3. Only employees receiving compensa- 
tion from the bank must be counted in 
determining whether or not the bank 
must pay Social Security taxes. 


A Tested Plan Used By Directors To 
Convert Cash Into Earning Assets 


On Page 18, August, 1948 issue 


EIGHT POINTS IN SETTING UP A 
SYSTEM FOR ASSET CONVERSION 


1. All types of deposits should be an- 
alyzed, deposit trends should be studied 
(seasonal fluctuations and their causes) 
and the board should determine loan and 
investment policies based on makeup of 
deposit liability. 








2. Not only does the setting up of loan 
and investment policies contribute to 
sound operations and bring about maxi- 
mum income, but it acts as an incentive 
for loan and other administrative officers. 
It gives them a ‘‘sales quota’’ and the 
additional responsibility to hustle for 
loans to meet the quota set up by the 
directors, 

3. The next phase is to be certain that 
the loan and investment policies are prop- 
erly executed by the officers. This can 
best be done by delegating proper loan 
responsibilities. 

4. The setting up of limitations does 
not eliminate the review of all loans 
made but rather allows the officers cer- 
tain latitude so they can function more 
efficiently and render greater service to 
the customers. 

5. After policies have been definitely 
defined and proper limitations established 
for each loan officer, the next step is to 
be sure that credit applications are evalu- 
ated from complete information. 

6. All applications for loans should be 
reviewed by the directors or the discount 
committee. There are several good reasons 
for reviewing all applications. 

7. If the loan has been made by one 
of the officers, the directors have the 
opportunity to approve the loan. 

8. If the loan application has been 
declined, the directors have the opportu- 
nity to learn the reason and make valu- 
able suggestions for future handling of 
applications in similar situations. 


How To Expedite Directors’ Meetings 
On Page 5, December, 1948 issue 


TEN BASIC PARLIAMENTARY 
POINTERS 


1. Parliamentary law is a system of 
rules for the conduct of a meeting, de- 
signed to expedite the arrival by the 
group at both a speedy and an intelligent 
‘*yes or no’’ decision on some subject 
requiring group action. 

2. Decisions are obtained by votes. 

3. Ordinary motions require a major- 
ity vote. 

4. Motions of any kind which affect 
the right of free speech require a two- 
thirds vote of those present. 

5. A motion of policy is sometimes 
called the main motion. 

6. A motion of expediency does not 
necessarily eall for action which affects 
the whole group, but is rather designed 
to aid in reaching an intelligent and 
speedy decision on the main motion. 

7. A point of order is made when 
someone rises to the floor in the midst of 
things and points out that the procedure 
is incorrect or irregular. 

8. A point of inquiry is simply a re- 
quest for information. One of the mem- 
bers asks the speaker for proof of what 
he has said, for his sources of informa- 
tion, or to amplify and clarify a state- 
ment. 

9. A point of personal privilege is made 
when someone requests, for example, that 
the window be shut to stop the draft, that 
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OPTIONAL 
EQUIPMENT* 
...-TO MEET 
VARYING 
REQUIREMENTS OF 
LARGE-VOLUME 
BANKS 


*At extra rental cost 


Recordak’s latest contribution to 
photographic banking systems 


Recordak Automatic Feed 
...amazingly dependable... 
ends _ operator-handling... 
more than triples productive 
capacity of the Recordak 
Triplex Microfilmer . . . often 
eliminates the need for ad- 
ditional microfilmers in the 
large volume bank. 


Recordak Endorser . . . auto- 
matically endorses checks in 
the same operation in which 
they are microfilmed—thus 
eliminating a separate job. 
The unique roving endorser 
stamp staggers imprints, 
minimizing the possibility of 
overlapping endorsements. 


“Recordak”’ is a trade-mark 


Recordak 24:1 film unit can 
be used interchangeably with 
standard 35:1 film unit... 
installed in a minute. It pro- 
duces images across the full 
film-width. ..is recommended 
for copying larger documents 

.. which can be up to 14 
inches wide. 










the Recordak Triplex Microfilmer 
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DIFFERS from Duplex Method of microfilming 
introduced by Recordak in 1945... which 
records the fronts and backs of checks simulta- 
neously —side by side—on 16mm. film—pro- 
viding maximum 
speed as well as max- 
imum film economy 
where complete 
check-records are 
desired. 


PROVIDES maximum film economy 
by employing familiar 8mm. exposure 
technic introduced by Kodak for home- 
movies in 1932. 


The fronts—or the fronts and backs 
—of documents are recorded on half 
the width of the film... one image 
under the other...down one side of the 
16mm. film roll, then up the other. 
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Versatile, all-purpose machine records 


21,000 check yaar on 100-ft. roll of microfilm 


ITH the Recordak Triplex Microfilmer you There are these advantages, too: 

can photograph the fronts . . . or the fronts 
and backs of documents . . . at will . . . realizing 
maximum film economy in either case. 


@ Bank statements—or any document up to 9% 
inches wide—can also be recorded on half the 
width of the film—with the same ratio of savings. 





In operations where you photograph fronts only @ Approximately 60% less film-filing space is re- 
. you can now record 21,000 checks on a 100- quired ini 
foot roll of microfilm. 





@ Reference work is simplified . . . there are fewer 


In operations where you photograph fronts and film-rolls to handle—there’s three times as much 

backs . . . you can now record a complete check- information per roll. 
' history of 10,500 checks on the same amount of film. eee a a a ee 
j Thus, 3 times as many pictures per roll of film— machine . . . call in a Recordak representative— 

compared with conventional “full-width” micro- soon. Recordak Corporation (Subsidiary of Eastman 
n filming ...and a 66%% cut in the film requirements! Kodak Co.), 350 Madison Ave., New York 17, N. Y. 
h 
a- Sw ) 
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(Subsidiary of Eastman Kodak Company) 





originator of modern microfilming—and its application to banking systems 








the public address system be adjusted so 
that he can hear the speaker—anything 
involving the personal comfort and con- 
venience of a member of the group in 
giving attention to the proceedings and 
participating in an intelligent and com- 
fortable manner. 

10. When discussion seems to lag and 
appears to be about over an alert chair- 
man will ask, ‘‘Are you ready for the 
question?’’ If there is no reply the 
motion is put. 


EQUIPMENT 


Mechanical Check Signers Save Time For 
Customers And Bank—Prevent Forgeries 


On Page 7, July, 1948 issue 


FIVE BENEFITS RESULTING FROM 
THE USE OF A MECHANICAL 
CHECK SIGNER 


1. Forgeries are prevented. It cost one 
bank $1,200 to learn that there is less 
ehanee of forgery when a mechanical 
check signer is used for drafts and cash- 
ier’s checks than when the customer is 
sent to an officer to get his signature. 

2. Accurate reconciliation is simple at 
the end of each business day by merely 
checking the number of items signed as 
recorded on the Protectograph signer’s 
non-resettable meter against the blank 
pre-numbered drafts. 

3. Time is saved for customers. They 
can complete the transaction in one stop 
at the teller’s window—waiting for the 
bank officer’s signature is eliminated. 

4. Time for correcting errors is elim- 
inated. When customers had to go to an 
officer to get a cashier’s check signed, 
they often left the bank without the 
signature, not realizing that the check 
was not complete. The correction of this 
error required much extra time for the 
customer and the bank. 

5. Officers are saved time and spared 
interruptions in their regular activities, 
since they are freed entirely of the need 
to sign cashier’s checks. 


LEGAL 


A Drawee Is Liable In Cashing A Check 
With Forged Signature 


On Page 30, September, 1948 issue 


FIVE IMPORTANT POINTS ON THE 
LIABILITY OF A DRAWEE BANK 
FOR PAYING ON FORGED 
SIGNATURES 


1. A drawee bank, having the official 
signature cards of its depositors, is fully 
responsible to its depositor if it cashes 
a check with a forged signature. 

2. The bank may recover its loss from 
the forger, but it cannot recover from 
innocent holders (indorsers). 

3. Some courts permit the drawee bank 
to recover from a negligent payee or in- 
dorsing bank—but negligence must be 
proved. 

4. The payee of a check is considered 
to be in a better position to know about 
the validity of a check than are indorsecs. 
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>. Banks other than the drawee bank 
are not generally presumed to know when 
a signature is forged, for they do not 
have the signature card for comparison. 


Eleven Phases Of Liability In Paying On 
Forged Indorsements 


On Page 38, November, 1948 issue 


THE ELEVEN PHASES OF 
LIABILITY SUMMARIZED 


1. The drawee bank’s payment of a 
check bearing a forged indorsement 
places it in a more favorable position 
than its payment of a check bearing a 
forged signature. 

2. The drawee bank is not presumed 
to know the signature of payee and other 
indorsers. 


3. The drawee bank may recover on 
either an express or implied guaranty 
or warranty of prior indorsements. 

4, The theory of implied warranty has 
been criticized by the ‘argument that, 
under the Negotiable Instruments Law, 
such an implied warranty of indorse- 
ments runs only to holders in due course, 
which the drawee bank is not. 

5. If the drawee gives timely notice 
after discovery of the forged indorse- 
ment, it may recover because of payment 
being made under a mistake of fact. 

6. Rather than require the drawee to 
sue its immediate indorser and suits be 
brought down the indorsement line, 
courts generally permit the drawee to sue 
direct the first indorser subsequent to the 
forgery. 

7. The majority of courts permit the 
drawer of a check on which an indorse- 
ment is forged to recover from the in- 
dorser bank which collects the check 
from the drawee. 

8. There is no duty on the part of the 
drawee to discover a forged indorsement. 

9. The burden of proving a forged 
indorsement is on the party asserting it. 

10. For its own protection, and in or- 
der to build its own case, a drawee bank, 
when notified by the drawer that a check 
bears a forged indorsement, should re- 
fuse to credit the drawer’s account until 
the check is submitted to it, together 
with an affidavit of forgery. 

11. In a few cases, where both the sig- 
nature and indorsement were forged, the 
negligence of the cashing bank in failing 
properly to identify the person present- 
ing the check was considered paramount 
to the negligence of the drawee bank (in 
giving credit notwithstanding the for- 
gery of the drawer’s signature) and the 
drawee was permitted recovery from the 
cashing bank. 


LOANS 
All Implement Loans Go To The Bank 


On Page 12, July, 1948 issue 


THE TECHNIQUE WHICH RESULTS 
IN BENEFITS TO THE BANK FROM 
FARM IMPLEMENT SALES 


1. The dealer discusses each prospec- 
tive buyer with the loan officer before 
the deal is closed. 

2. He supplies the bank with a finan- 
cial statement of the farmer who will 
borrow to buy the equipment. 

3. He also supplies a statement of the 
buyer’s farming plan to show from what 
sales he will repay the loan. 

4. Often the loan officer discusses the 
deal together with the farmer and dealer. 

5. A conditional sales note is made to 
the dealer and indorsed to the bank 
without recourse. 

6. The bank gets the loan on all the 
dealer’s sales. 

7. The bank has an arrangement 
whereby the dealer will recondition a 
repossessed machine and sell it for the 
bank’s account. There have been no re- 
possessions for many years. 

8. The plan brings both the dealer and 
the farmer closer to the bank. 


Discount For Prompt Payments Improves 
Collections On Loans 


On Page 5, August, 1948 issue 


WHY A REWARD FOR PROMPT 
PAYMENTS INCREASES 
BORROWING 


1. The rebate is not held out as an 
inducement, but rather becomes a re- 
ward for good performance. 

2. The plan eliminates all discussion 
of competitive rates, and any feeling 
of discrimination. 

3. Where it is the custom to have dif- 
ferent rates for different customers we 
doubt if anybody is good enough to guess 
in advance exactly what rate should 
apply, but after the loan is paid, it is 
easy to see what rate should have been 
applied. 

4. A person who is rewarded unexpect- 
edly in this way for promptness, feels 
that his good character has been recog- 
nized, and, naturally, he has pardonable 
pride in that fact. 

5. We compliment him by calling his 
attention to the fact that he has made 
prompt payments, and rewarding him 
with a small rebate. This has a positive 
effect. He is pleased. He wants to borrow 
again in order to get another recognition. 

6. A reward for achievement makes a 
borrower feel established at the bank of 
his choice. 

7. This recognition makes borrowers 
feel that they were able to pay the pre- 
vious loan promptly and, therefore, they 
will be able to pay another loan as 
agreed. 

8. Our experience certainly indicates 
that this effect is obtained because many 
of our customers borrow at more or less 
frequent intervals. 


Specific Facts About Business Help Both 
Customer And Loan Officer 


On Page 24, August, 1948 issue 


TYPES OF INFORMATION NEEDED 
BY BORROWERS GOING INTO 
BUSINESS 
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January, 1949 


SHOULD | INDORSE 
THIS CHECK 7 


Can you 
give her 


the right 
answer ? 


There are 11 occasions (at least) 


when it’s unwise to indorse a check... 


How many can you name? 


You will find this newest Hammermill management-idea 
book—‘“‘Check Indorsements”—very useful for quick refer- 
ence. It explains concisely the provisions of the Negotiable 
Instruments Act... illustrates many types of check indorse- 
ment, making clear what the indorser’s liabilities and 


responsibilities are. 


Many of your customers will be grateful for copies of this 


practical 24-page summary for their guidance and protection. 





THIS New FREE BOOK HAS THE ANSWER-, 


—_— 


JUST MAIL THIS COUPON NOW 


Hammermill Paper Company, — 
i a. 

1505 East Lake Road, Erie, Pennsylvani ; 

end me—FREE—a copy of “CHECK INDORSEMENTS. 

ater how many copies we'd like for our customers. 


Please si 
I’ll let you know | 


Pree itt 


Name. erhead) BM-JA 


(Please attach to, or write on, your bank lett 


~~ 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA... FOUNDED 1898 





















1. Risks and rewards of the business. 

2. Personal qualifications needed in 
the management. 

3. Capital requirements for success, 

4, Advantages of buying a going 
business. 

5. How to get and retain customers. 

6. Sources of necessary current infor- 
mation about the business. 

7. How to decide what to sell. 

8. How to decide what price lines will 
be most popular in your territory. 

9. Helpful ideas in buying inventory. 

10. How to mark up prices in order to 
insure the proper margin of profit. 

11. How to buy according to prospec- 
tive turnover. 

12. How to keep records which will 
show profit and loss promptly. 

13. How to select the best location for 
a store. 

14. How to get up-to-date help in store 
design and layout. 

15. How to plan and use advertising. 

16. How to select the right employees. 


Our Best Borrowers Are Farmers 


On Page 48, September, 1948 issue 


SEVEN POINTS IN THIS TESTED 
LOAN POLICY 


1. A farmer will surely pay his loan, 
even though he may not do it on the 
scheduled date. 

2. Farmers are sure of an income. 

3. Living expenses are less for farmers. 

4. A farm boy who starts right and 
talks things over with his banker is gen- 
erally able to repay any amount he asks 
for. 

5. A borrower who is a good saver and 
sticks to his business is a profitable bank 
customer. 

6. We use a plain note with borrowers 
who show a good statement and who 
have been prompt in making payments 
in the past. 

7. We take a chattel mortgage from 
those who have not been so prompt in the 
past. 


A Loan Is A Tool To Be Used For The 
Welfare Of Mankind 


On Page 22, November, 1948 issue 
THE BEST TYPE OF BORROWER 
HAS EIGHT CHARACTERISTICS 


1. He is an individual who has a real 
need for and wants the commodity I have 
to offer. 

2. The type of business must be one 
that is stable. 

3. The size must be such as fits the 
capacity of the borrower. 

4. Since a loan is set up on the basis 
of ability to pay, it is naturally presumed 
that the money to pay this loan must 
come from what the individual earns, 
however the individual earns it. 

5. The type of man who will make the 
best risk is the one who borrows only 
because of need. 

6. He must have been taught self- 
denial when young, either through need 
or through wise parental instruction. 
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7. He must have good judgment and a 
reasonable confidence in his fellow man. 
8. He needs a good wife. 


CHARACTERISTICS OF SOME 
UNDESIRABLE LOAN APPLICANTS 


1. They lack the sense of responsibil- 
ity needed. 

2. They request a loan without having 
considered all factors thoroughly. 

3. After they obtain the money, their 
sense of obligation does not cause them 
to make prompt payments. 

4. They are inelined to be careless in 
all business matters. 


THERE IS SATISFACTION IN 
LENDING TO WORTHY 
BORROWERS 


1. Perhaps the loan means a much 
needed home for the borrower. 

2. Maybe that short loan to provide 
funds to pay the nearly-due life insur- 
ance premium has lifted a mental load 
from the mind of the borrower. 

3. Many times, I have seen father and 
young son happily leave our bank after 
the son had succeeded in obtaining funds 
borrowed to purchase a choice heifer to 
enter in his high school Future Farmers 
project. 

4. Many a time I have had the satis- 
faction of observing the look of relief 
which came over the young couple, who, 
at the time, were facing their first 
‘*blessed event’’ rather short of neces- 
sary funds, when assured that additional 
funds could be borrowed from our bank. 


MANAGEMENT 


We Try To Prevent Errors To Save Time 
Trying To Find Them 


On Page 12, September, 1948 issue 


POINTS EMPHASIZED IN THIS 
TRAINING PROGRAM 


1. Every job in the bank is necessary 
to the final result. 
2. Tellers represent the bank in any 
transaction. 
3. Accuracy-mindedness is important. 
4. Advancement in the bank is exactly 
like any sport and depends on two fac- 
tors: 
a. Your knowledge of the rules 
b. Your skill in performance 


NEW BUSINESS 


More Customers, More Profits Have 
Come From New Bank Service 


On Page 7, September, 1948 issue 


FIVE BENEFITS OF MODERNIZING 
BANK SERVICES 


1. New customers have been attracted 
by wide windows and a modern exterior. 

2. Well-finished woods and soft pastel 
colors in the interior have put the cus- 
tomers at ease, which has facilitated 
bank transactions. 

3. The convenient arrangement of fix- 
tures and the addition of new features 





have made it possible for the bank to 
serve more people. 

4. Additional services, such as a broad- 
ened field for the sale of 10-cent checks, 
increased revenue along with the in- 
creased number of customers. 

5. An inerease of customers tended to 
make the public more favorably disposed 
toward banks in general. 


BANKING FOR THE MASSES 
INCLUDES THESE SERVICES 


1. Loans for:—home _ building—hospi- 
tal bills—home ownership—vacations— 
home modernization—college expenses— 
home repairs—landscaping. 

2. Loans for the purchase of:—auto- 
mobiles — refrigerators — stoves— water 
heaters—washing machines. 

3. Deposit accounts:—school savings 
—Christmas Club—multi-purpose. 

4. Budget books 

5. Metal home banks 

6. Low-cost checking accounts 

7. Safekeeping 

8. Escrows 

9. Money orders 

10. Safe deposit 

11. Travelers Checks 

12. Trusts 

13. Collections 

14, Gift checks 


11,763 New Deposit Accounts From A 
Ten-Week Employee Contest 


On Page 34, September, 1948 issue 


SIX REASONS WHY EMPLOYEES 
SECURED 11,763 NEW 
DEPOSIT ACCOUNTS 


1. Careful organization of the contest 
made it more successful, 

2. Every employee was supplied with 
complete printed information about the 
contest. 

3. Commissions were given for every 
piece of new business secured. 

4. A weekly sales bulletin was issued 
to all employees. 

5. All members of high scoring teams 
were entitled to attend the President’s 
Dinner. 

6. Meetings were held at which sales 
methods were discussed. 


We Sell Additional Services With A 
Monthly House Organ 


On Page 16, October, 1948 issue 


‘*‘WE KNOW POSITIVELY THAT 
RESULTS ARE OBTAINED FROM 
‘SECURITY NOTES’ ”’ 


1. New state laws changed require- 
ments for survivorship on box rentals, A 
notice in ‘‘Security Notes’’ brought 
renters to the bank to sign. 

2. Customers who use one service, buy 
an additional service as the result of 
suggestions printed. 

3. Insurance is sold through its pages. 

4. Some depositors become borrowers 
as a result of items in the house organ. 

5. Box renters become depositors. 

6. Borrowers prepare financial state- 
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John Quincy Adams 
birthplace 
Built in 1716 


HEN John Adams was courting Abi- 

gail Smith, the young lady’s father at 
first did not look with favor on the match 
and preached a sermon from the text, 
“Mary hath chosen the better part,” in ref- 
erence to his other daughter’s sounder pros- 
pects. Nevertheless, Abigail’s husband be- 
came a distinguished statesman and our 
second President, while Mary’s acquired 
only reflected fame. 

John Adams was born in the family cot- 
tage at the foot of Penn’s Hill in what was 
then Braintree, Massachusetts. After his 
marriage in 1764 he moved into the neigh- 
boring house which he had inherited from 
his father and opened his law office in the 
old kitchen. In this cottage his son, John 
Quincy, was born. 


Though for a time the Adams family lived 





Fireplace with oven in kitchen of John’s and Abigail's cottage 


in Boston, the disturbances prior to the Rev- 
olution compelled them to return to their 


Braintree home. Here too, though official 


duties kept the elder John away from home, 
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The Penn's Hill 


Where 
Two Presidents 
Were Born 


Abigail and John Quincy were subjected to 





the confusion and terror of wartime. Militia 
men and refugees were often quartered in 
or near the two cottages, wounds 
were washed and dressed and 
the family’s pewter spoons were 
cast into bullets. 

From a rock on Penn’s Hill 
little John Quincy and his 
mother watched the smoke of 
burning Charlestown and lis- 
tened to the distant cannon dur- 
ing the battle of Bunker Hill. So 
vivid was his mem- 
ory of that occasion that on its 
eleventh anniversary he could 
not take part ina celebration, re- 
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marking “. . . the ground which 
had been the scene of such an 
awful Day should not be made 
a scene of Revels and Feasting.” 

When John Adams went to 
France to represent the Conti- 
nental Congress in 1778, he took 
John Quincy with him. Abi- 
gail could not bear to watch 
them sail, but her husband wrote that 
“Johnny behaved like a man.” A year 
and a half later the boy once more accom- 


panied his father to Europe and after peace 





The lovely Abigail—wife of the 
second President, mother of sixth 





John Adams 
birthplace 
Built about 1681 


was declared Abigail joined them. She and 
her husband never again lived in their 
Braintree home though John Quincy spent 
two summers there after his marriage. Like 
his father, he devoted himself to the service 
of his country and was finally rewarded 
with the Presidency. 

It was from the Penn’s Hill cottage that 
Abigail Adams wrote her famous letters and 
in one of these there is evidence 
that in spite of his enforced 
absence, her husband held his 
home dear, for she said, “This 
little cottage has more heartfelt 
satisfaction for you than the 
most brilliant court can afford.” 

The birthplaces of John Adams 
and his son are now owned by 
members of the Adams family 
and are used as the headquar- 
ters, respectively, of the Quincy Chapter of 
the Daughters of the Revolution and the 
Quincy Historical Society. 

* * os 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME* 


Home Office: 59 Maiden Lane, New York 8,N. Y. 


FIRE e AUTOMOBILE e MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
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ments as the result of an article. 
7. New accounts are opened. 


OPERATION 


Faster Work—Fewer Errors Result From 
Machine Posting Of Note Payments 


On Page 10, November, 1948 issue 


WHY ERRORS ARE RARE WHEN 
NOTE PAYMENTS ARE RECORDED 
BY A MACHINE 


1. It is easy to understand that the 
work of entering note payments is very 
much more rapidly done when the three 
pieces of paper can be put into the ma- 
chine at once, and the entries made 
simultaneously and exactly alike. 

2. It is also easy to understand that 
fewer errors are likely to occur when 
the entries on all three are made by 
machine and must be exactly alike. If an 
error is made on the receipt, that same 
error is made on the ledger card and on 
the note itself. 

3. Accuracy is also furthered by the 
fact that the customer is handed a re- 
ceipt showing both his current payment 
and his balance. 

4. In setting up the amount on the 
machine, the note teller sees the amount 
by observing the keys which have been 
depressed, and is more likely to see an 
error before the printing is actually done. 


PERSONNEL 


We Got Eight Beneficial Results 
From An Orientation Program 


On Page 14, September, 1948 issue 


THE ORGANIZATION OF THE 
PROGRAM 


1. Each of the nine divisions of the 
bank was given time on the program. 

2. The value to the bank’s customers 
of each service performed by each di- 
vision was stressed. 

3. Each subject was discussed by the 
supervisor best informed. 

4. The course consisted of 21 hours— 
one hour a week. 

5. Each one-hour session was attended 
by 50 people, including supervisors and 
key employees. 

*6. Four sessions to accommodate four 
groups were held each week—the first 
hour in the morning. 





7. Attendance was voluntary and was 
100%. , 

8. Speakers were limited to 20 minutes 
each. 

9. A question-and-answer period was 
allowed at the end of each session. 


TWELVE SUBJECTS DISCUSSED 
IN THE MEETINGS 


1. An outline of the organization and 
its responsibility to the community. 

2. Bank policy and the 
structure. 

3. Opportunities in banking 
ally and in this institution. 


financial 


gener- 


4. The duties and functions of the 
loan division, such as: unseeured, seeured 
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loans, discount, credit, time-plan loans, 
veterans’ loans, small business loans, 
commodity loans, and accounts-receivable 
loans. 

5. The work and services of the 
Operations Division. 

6. Services of the Downtown Bank 
Division. 

7. How the Control Division operates. 


8. What. the Customer Relations Di- 
vision does. 


9. How the General Service Division 
serves other divisions and customers. 


10. Work of the Mortgage and Real 
Estate Division. 


11. Trust Division services. 
12. The Branch Bank Division. 


EIGHT RESULTS OF THE 
ORIENTATION PROGRAM 


1. Employees are now familiar with 
the policies of the bank. 

2. All understand the work of all other 
departments and so are able to do their 
own work more intelligently. 

3. They can answer any inquiry about 
any of the bank’s services in a way that 
creates confidence in the mind of the 
inquirer. 

4. They know the individuals respon- 
sible for the various functions and thus 
save time in making necessary contacts 
to obtain desired information. 

5. They have a greater appreciation of 
the broad opportunities existing in the 
bank. 

6. They now realize the important 
part their bank plays in the community. 

7. Co-operation 
was improved. 

8. Supervisors were greatly benefited 
by the opportunity to talk on their feet. 


between departments 


How Personal Character Is Revealed 
By Handwriting 


On Page 20, October, 1948 issue 


GRAPHO ANALYSIS ENABLES AN 
EMPLOYER TO—: 


1. Learn in advance the character 
traits of prospective employees. 
2. Judge the type of work to which 


employees should be assigned. 


Salary Management Brings About Equity 
And Employee Satisfaction 


On Page 5, November, 1948 issue 


THE BASIS FOR SALARY 
MANAGEMENT 


1. The employee is human and needs 
personal recognition. 

2. He will grow from year to year and 
will give his best performance in an en- 
vironment where he has an opportunity 
to better himself, not only through pro- 
motion, but through improved efficiency 
and knowledge of his present job. 

3. Each employee has economie needs, 
and these call for an opportunity for 
gradual salary improvement. 

4. On the side of expense control, first 
consideration should be given to the 
number and types of positions necessary 









to perform the work and then to the 
standard of cost suitable for each such 
position. 

5. The payroll total is inereased with 
every salary raise, and these raises must 
be offset by corresponding reductions, if 
the total is to remain constant. 

6. These reductions are possible be- 
cause of turnover, the causes of which 
are death, separation, and retirement. 

7. Total payroll is a highly unreliable 
index of salary stability because, obvi- 
ously, as the magnitude of company oper- 
ations fluctuates, the total payroll must 
be expected to fluctuate correspondingly. 


The Bank Benefits—The Employee Is 
Rewarded By This Employee 
Suggestion Plan 


On Page 14, December, 1948 issue 


SEVEN BENEFITS TO THE BANK 
FROM THIS SUGGESTION PLAN 


1. Employees are stimulated to think 
of improving work methods. 

2, Employees are given the satisfaction 
of personal achievement gained from 
seeing their ideas in use. 

3. Employees are encouraged by re- 
ceiving extra remuneration for accepted 
ideas. 

4. Nearly 500 suggestions were turned 
in during a 10-month period. 

5. Seventy ideas merited 
awards. 


immediate 


6. All employees except senior officers 
are reached by the plan. 

7. The suggestion plan provides a link 
between employees and management. 


TWELVE FEATURES OF THIS 
SUGGESTION PLAN 


1. The Suggestion System is under 
the control of an Administrator and a 
special committee. 

2. Employees have representation en 
the Suggestion Committee. 

3. The compensation for an idea is 
determined by the committee. 

4. The minimum award for an idea 
is $10.00. 

5. All employees except senior officers 
are eligible to submit ideas under the 
plan. 

6. The plan is promoted through 
emissaries of the Administrator, by 
posters, by bulletins and by articles in 
the employee publication. 

7. New employees are given infor- 
mation about the plan in a special book- 
let. 

8. Special triplicate forms are used 
by employees on which to make sug- 
gestions. 

9. All suggestions are kept anony- 
mous, pending decision on awards. 

10. Ideas remain eligible for awards 
for two years. 

11. Title to suggestions may be held 
jointly by two or more employees. 

12. The personnel office retains a ree- 
ord of emplovee suggestion efforts. 


Bookkeeper Training Intensified And 
Training Time Reduced 


On Paye 26, December, 1948 issue 


BANKERS MONTHLY 
















rds 




























SeEB EEE EE 
M COMMUNITY BUILDER 
BREESE & & 


m marginal cotton to Money Making 





N\ 


OWS 


Left to right: Banker Park, a 
Cabot dairyman, Dealer Wood, 
Salesman Hencke and dairy cows 
—key to this story. 





These figures 
tell the story 
No. of Dairy Farms today—About 215 


Community Dairy Income—in excess of 
$1,000,000 annually 






Individual Farm Income—tincreased from 
$500 to $1,500 gross in 1938 up to 
$10,000 to $15,000 in 1948 


Bank Capitai—1938: $46,000; 1948: 
$130,000 (entirely from earnings) 


Bank Deposits—Increased sixfold since 
1938 


Bank Loans—lIncreased fivefold since 
1938 


A survey showed that two things were needed: 
1. Capital, 2. A complete dairy program. Banker Park 
decided to supply the capital by making three types of 
loans: a. Dairy Production Loans to buy dairy animals 
and feed, b. Farm Implement Loans—for pasture build- 
ing equipment, c. Truck Loans —to buy trucks for 
hauling milk. 


For the complete Dairy Program he called on Purina 


How Banker Marvin Park and Purina Dealer 
Fred Wood Spearheaded a Program to Trans- 
form a Failing Cotton Economy into a Million- 
Dollar Dairy Industry at Cabot, Ark. 





It all started back in 1938 when Marvin Park, cashier 
of the Bank of Cabot, and his two Purina friends, Dealer 
Fred Wood and Salesman E. C. Hencke, decided that 
something had to be done about the failing agricul- 
tural economy of the area around Cabot, Arkansas. 

Small cotton farmers were drawing a bare existence 
from the worn land. A few dairy farmers within a three- 
mile radius of Cabot were doing somewhat better, at 
least earning a steady, year-round income from their 
small, 10 to 20-cow herds. 


Dealer Fred Wood and Purina Salesman E. C. Hencke. 
Together they held educational dairy meetings and 
schools on breeding, management, sanitation and 
feeding. They called on the other agricultural leaders 
for help. 

The figures above tell the story of what happened in 
only 10 years. 

Says Banker Park, “The first thing we tell a pro- 
spective dairyman is to check with Fred Wood or E. C. 


Hencke on his Dairy Program. In 10 years we have 
never written off a dairy loan—have never lost a single 
dime on this business.” 





Banker Marvin Park decided that more dairy farms 
was the answer — but how? 








OPPORTUNITIES IN YOUR COMMUNITY 


There are new opportunities for community building in 
your town, too. Make it a point to talk over the livestock 
and poultry possibilities of your area with your Purina 
Dealer soon. 

If you do not have a Purina Dealer in your town now, 
find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best 
known trade-mark. 

Franchises are open in some communities now. Find 
out about this valuable franchise for the new business 
prospects of your community. Write today to Dept. C, 


RALSTON PURINA COMPANY 
1600 Checkerboard Square St. Lovis 2, Mo. 
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HOW THE TRAINING PLAN 
DEVELOPED 


1. In the regular course of advance- 
ment, the best bookkeeper was trans- 
ferred to a teller’s job. 

2. Later, she was advanced to the job 
of training new bookkeepers. 

3. Three or four girls are in training 
all the time. 

4. The teacher gives these beginners 
individual attention. 

5. They progress rapidly and develop 
efficiency in less time than when training 
was confined to classes of 20 or more. 

6. The teacher is available for fill-in 
work when several bookkeepers are ab- 
sent on the same day. 


Personnel Training Accelerated By A 
Practical Library In The Bank 
On Page 28, December, 1948 issue 
EIGHT BENEFITS FROM THIS 
BANK LIBRARY 


1. The 
facilitated. 


bank’s training program is 


2. Employees improve ability by vol- 
untarily studying A.I.B. books and others 
recommended by the Training Depart- 
ment. 

3. Frequent use of reference books is 
made during lunch hour. (The library 
adjoins the bank’s lunch room.) 

4. Magazines and periodicals (formerly 
available to officers only) are very popu- 
lar and provide up-to-date information 
on banking technique. 

5. The librarian refers books and 
magazine articles to officers and depart- 
ment heads who are concerned with the 
work discussed. 

6. The librarian 
with a purpose.’’ 

7. Anyone indicating an interest in a 
subject is helped in finding all available 
information. 

8. The speeches made by officers of the 
bank are indexed and loaned. These have 
been very popular. This service enables 
employees to keep in touch with the 
eurrent thinking of 
brings about 
ation. 


suggests ‘‘reading 


management and 


more intelligent co-oper- 


Employee Efficiency Increased By 
Public Speaking Clubs 


On Page 36, December, 1948 issue 
BENEFITS TO THE BANK 
RESULTING FROM ENCOURAGING 
EMPLOYEE SPEAKING CLUBS 


1. Individual employees grow rapidly 
in ability. 

2. They are more inclined to think of 
banking as a career. 

3. The study required to prepare a 
speech adds useful information which is 
applied to the individual’s bank duties. 

4. The ability to serve the public is 
greatly increased because of the increased 
knowledge of how to express thoughts 
clearly and forcefully. 

5. The men in the clubs are better 
fitted to meet the public because they 
have learned to do impromptu thinking. 
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PROTECTIVE 


A Better Business Bureau Gives Good 
Advice On Not Cashing Checks 


On Page 22, July, 1948 issue 


HOW BANKS MAY AVOID OPENING 
ACCOUNTS FOR UNRELIABLE 
PEOPLE 


1. Strangers opening accounts can be 
carefully investigated before the account 
is accepted. 

2. Passbooks and checkbooks may be 
refused to new depositors until checks in 
the first deposit have cleared. 

3. Passbooks and checkbooks may be 
withheld until all references have 1e- 
ported favorably to the bank. 

4, Strangers not able to supply satis- 
factory references may be refused check- 
ing account service by the bank. 

5. A duplicate deposit ticket instead 
of a passbook may be given for the first 
deposit of a new customer. 


Why And How Forgertes Can Be 
Detected 


On Page 36, September, 1948 issue 


PRINCIPLES ON WHICH FORGERY 
DETECTION IS BASED 


1. No two people can write exactly 
alike. 

2. Traits of character are revealed 
by handwriting. 

3. The 


signature. 


forger attempts to copy a 


4. Handwriting can be dissected by 
comparing strokes used in making indi- 
vidual letters. 

5. Each stroke is either light, heavy, 
large, small, clear, blurred, corrugated, 
wrinkled, or wavy. 

6. A forger does not write with a 
free hand—he draws. 

7. A signature that is not written 
with a free hand should be suspected 
and studied. 

8. Blurs, 
though 
forgery. 

9. Forgeries can be detected by com- 
paring the dissimilarities of a signature 
with the genuine signature in the files 
when available, or, by having the indi- 
vidual write his or her name on a piece 
of paper and comparing it with the sig- 
nature on the face or the back of the 
check, paying attention to the various 
strokes and formation of individual let- 
ters. Examine them carefully. 

10. Forgeries are discovered by care- 
fully examining strokes that form each 
letter. 


retraced 
indistinet are 


lines, and 
warnings 


blots, 
of a 


This Procedure Captures The Passers 
Of Worthless Checks 


On Page 9, December, 1948 issue 
SEVEN STEPS IN THE PROCEDURE 
WHICH CAPTURES PASSERS OF 
WORTHLESS CHECKS 


1. The check is promptly referred to 
specially trained personnel in the audit- 
ing department. 


2. In some cases, the matter is reported 
to the police—in other cases, it is not. 

3. If the check has a subsequent in- 
dorser with an account, the amount is 
charged to his account and the check 
returned to him. 

4. An investigator from the auditing 
department tries at once to find the 
passer of a worthless check by whatever 
means is necessary in each case. 

5. When the culprit is found, a con- 
fession is obtained, if possible. 

6. If the culprit is able to repay the 
amount, restitution is demanded and 
obtained. 

7. If he will not confess, or if he 
eannot make restitution, the police are 
asked to arrest him. 


PUBLIC RELATIONS 


A ‘‘Bird Dog’’ In Bookkeeping Has 
Saved Some Valuable Accounts 


On Page 14, July, 1948 issue 


NINE STEPS IN THE PERPETUAL 
STUDY OF ACCOUNTS 


(As listed by the ‘‘Bird Dog’’) 


1. A record is kept of each account of 
$5,000 and over by entering the balances 
each week. 

2. As these balances are recorded, I 
watch for proportionately large checks 
paid against the account, a change in 
activity, or a significant increase or de- 
crease in the balance outside the normal 
range of fluctuation. 

3. A list is made of these accounts for 
further investigation. 

4. My research begins with the signa- 
ture card and the cancelled checks paid 
during the current month. 

5. Then I consult the files of our 
Credit, Business Development, and Cen- 
tral Information Departments. 

6. Activity is compared with state- 
ments of previous months, as recorded 
on the Recordak films. 

7. My conclusions are based on the 
result of the research in the light of the 
type of business, the nature and use of 
the account, periodic cycles, seasonal 
fluctuation, and trend. 

8. If, at this point, the activity still 
remains somewhat unexplained, or of an 
irregular nature, a report is made to the 
officers, who in turn review the account 
collectively and individually. 

9. The report contains an over-all pic- 
ture of the account with the irregularity 
emphasized. 


A Hostess Conserves Officer Time, 
Speeds Up Service 


On Page 8, August, 1948 issue 


TEN BENEFITS TO BANK AND 
CUSTOMER RESULTING FROM THE 
HOSTESS SERVICE 


1. Much officer time is saved because 
the hostess prevents customers from go- 
ing to the wrong officer. For example cne 
customer asked to see the president when 
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a new account officer was the one who 
could best supply the help needed. 

2. A loan applicant is taken to the 
right loan officer. Thus, a prospect for a 
small personal loan does not bother an 
officer who specializes in commercial 
loans. 

3. The hostess receives orders for new 
supplies of personalized checks. 

4. She opens new savings accounts, 
but takes checking account prospects to 
the proper officer. 

5. The hostess cares for babies so the 
mother will not be handicapped in trans- 
acting her banking. This means fewer 
interruptions and delays for tellers or 
officers. 

6. By taking the initiative, the hostess 
prevents embarrassment on the part of 
the customer who hesitates to display 
his ignorance by asking for help. She 
often prevents a customer from going 
elsewhere for service. 

7. Many new accounts have been 
opened because of the friendly help only 
the hostess has time to give to strangers. 

8. Additional services are used as the 
result of friendly aid. 

9. Departments of the bank which 
seldom serve the customers are intro- 
duced to depositors needing their help. 

10. Tellers’ time is saved by the host- 
ess showing depositors how to make out 
slips when a check is presented and part 
of the money is wanted in cash. 


333 New Accounts Resulted From Our 
Seven-Day Banking Service 


On Page 24, October, 1948 issue 


EIGHT TRANSACTIONS FOR WHICH 
THE SEVEN-DAY SERVICE IS USED 


1. Deposits of checks or currency. 
2. Withdrawals of savings. 
3. Opening of new accounts. 
4. Mortgage payments by check, with- 
drawal receipt, or currency. * 
5. Purchase of U. S. Savings Bonds. 
6. Presentment of passbooks for entry 
of dividends (This is a mutual savings 
bank). 
7. Payment of safe deposit rentals. 
8. Payments on Xmas Club accounts. 


What Depositors Should Know About 
Bank Stability 


On Page 28, October, 1948 issue 


TELL DEPOSITORS THESE 
IMPORTANT FACTS ABOUT THE 
SAFETY OF INSURED BANKS 


1. Only the best managed banks are 
entitled to Federal Deposit Insurance. 
Each bank must meet rigid standards. 

2. Each insured bank must have ap- 
proved management, adequate capital, 
satisfactory earning capacity and must 
meet the needs of the community. 

3. Each insured bank is carefully ex- 
amined at frequent intervals to make 
sure that it has maintained the high 
standards required for membership. 

4. There has been no loss whatever to 


a depositor of an insured bank since 
May 1944. 
5. The managers of insured banks 


themselves are the ones who have built 
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strong banks and financed the good work 
of the Federal Deposit Insurance Cor- 
poration. 

6. The corporation has never used one 
dollar of the assessment money paid by 
banks either for losses or for operating 
expenses. 


RECORDS 


75% Of Employees’ Time Saved 
In Handling New Account Records 


On Page 14, August, 1948 issue 


NEW ACCOUNT WORK FORMERLY 
DONE BY EIGHT PEOPLE 


1. The new accounts interviewer had 
the signature card signed and delivered 
to a teller with the initial deposit. 

2. The teller passed the cards to the 
bookkeeper, who typed the depositor’s 
name on the signature card and on the 
ledger sheet. 

3. The bookkeeper passed the signa- 
ture card on to a elerk who typed a 
cheek file tab. 

4. The clerk passed the card on to the 
addressograph operator who made a 
plate. 

5. The operator passed the card on to 
a typist who filled in a new accounts 
letter, addressed an envelope and listed 
the name on a report of opened and 
closed accounts for the day. 

Another clerk typed the depositor’s 
name on a tax slip required by North 
Carolina laws. 

7. After the card had wandered around 
the bank for several days, just when the 
bookkeepers needed it most for reference, 
it was filed in the signature file. 


THE NEW PROCEDURE INCLUDES 


ONLY THESE OPERATIONS 


1. The address plate is made at the 
time and place where the signature card 
is signed. 

2. The plate is used at once to stamp 
the account name and address on all 
forms used. 

Result — Time 
58% hours. 


saved each month is 


Twenty-Seven States Have Laws 
Permitting Microfilming Of Records 


On Page 22, December, 1948 issue 


THREE BENEFITS FROM FILMED 
RECORDS 


1. Film 
space. 
2. A record is more quickly found on 


a microfilm. 


records occupy less storage 


3. Photographie prints are accepted in 


eourt cases. 


SAFE DEPOSIT 


Experience Shows Danger In Giving 


Vault Information By Phone 
On Page 21, September, 1948 issue 


TELEPHONE PRACTICES WHICH 


PROTECT A SAFE DEPOSIT VAULT 


1. Give no information 


holders to unauthorized inquirers. 


about box 





2. Always verify the identity and right 
of the caller to obtain information. 

3. Investigate claims of key possession 
by consulting vault records. 

4. Do not give box holders’ names, 
times of access to box, or box number, to 
phone callers. Ask the caller to come to 
the vault and establish his rights. 

5. Arrange to call back an inquirer 
and then use the number your records 
show is correct for the name given by 
the caller. 

6. Give aid in locating vault boxes 
elsewhere only when rightful key pos- 
session is certain. 

7. Make sure that the inquirer knows 
the name of the vault he has called and 
that it is the one he actually wants. 


STAFF MAGAZINES 


Staff Magazines Educate And Inspire 
Employees 


On Page 32, August, 1948 issue 
SIX TYPES OF ARTICLES 


1. The work of a department is le- 
scribed to educate employees in other de- 
partments. 

2. Quiz questions about the bank stim- 
ulate interest. 

3. Good work of employees is com- 
mended in the staff magazine. 

4. Current advertising is ‘‘sold’’ to 
employees. 








Based on a Policy 
of Cooperation 
=-not Competition 


Under the direction of officials with 
years of service in this field, assur- 
ing a knowledge of requirements 
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In the first 10 months of 1948, with approximately 4000 active 
TurirtiCHeck accounts, we earned $15,680.30 from the sale of 
checkbooks and incidental charges. This was in addition to earnings 
from the loanable deposit balance. 

It can be emphasized that, in addition to these earnings, TuriFT1 
Cueck brings us numerous new customers for our other services. 

Our experience has been such that we are very happy to recom- 
mend TuairtiCueck. This might be best indicated by the fact 
that, if we were again faced with the question of insta'ling a no- 


minimum-balance plan, we would most surely choose TurirriCuEck, 


Practical, 
TurirtiCueck 


factual evidence in our Brochure tells why 
is a profitable department in hundreds of 


banks from coast to 


31 NASSAU ST 


coast. A copy will be sent you on request. 


NEW YORK 5 


BANKERS DEVELOPMENT CORPORATION 


NEW YORK 





5. An article from the president in 2. The commodity financing depart- 
spires employees. ment was explained. 

6. Personal items give employees a 3. Legal phases of banking are ex- 
reert.** plained, 

Teamwork Benefits The Bank—Staff +. Hints are given on handling cus 


Magazines Promote Teamwork ——— ; 
5. Experiences in handling eustomers 


are related. 


STATEMENT MAILING 


Congestion Reduced, Costs Cut By 
Staggering Monthly Statements 


On Page 40, September, 1948 issue 
QUOTES FROM STAFF MAGAZINES 
WHICH HAVE PROMOTED 
TEAMWORK 

1. Teamwork makes customers. 
2. Good will takes years to build and 


seconds to destroy. On Page 18, November, 1948 issue 


THREE BENEFITS OF STAGGERING 
MONTHLY STATEMENTS 


9° 


3. An employee takes a greater interest 
in his work if he knows why he is doing 
it. 

4. Sooner or later a man discovers, if 1. A monthly statement is mailed reg 


he is wise, that life is a mixture of good ulariv to the customer’s home or oftice. 
days and bad, victory and defeat, give 


and take. 


This saves him the inconvenience of wait- 
ing in line for his statement, and elim 
lobby and 
pressure on bank personnel. 


5. He learns that it doesn’t matter so inates congestion irregular 
much who gets the eredit, so long as the 
job is done right. 


6. He 


along alone, and that it is only through 


2. The plan avoids error, the need for 


learns that no man ever got extra supervision, and loss of time which 


were the result of assigning everyone to 
co-operative effort that we 
better things. 


move on to assembling statements at the end of the 


month. 


Employee Education Is Continuous In 3. Eliminates much overtime at time 


Some Bank Staff Magazines and-one-half 


pay. 





On Page 12, November, 1948 issue 
FIVE TYPES OF EDUCATIONAL 
ARTICLES 


1. A report from the president reviews .. 


52 IDEAS IN SHORT ARTICLES 
JULY TO DECEMBER, 1948 


A Business Purchased With A Loan. 


the current accomplishments of the bank. page 6. July. 
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2. New Currency Is Easy To Get Ar 
Pleases Customers, page 10, July. 

3. A Basis For Increased Credits, page | 
10, July. 

4. Odd Sizes Of Money Rolls Are Used, | 
page 16, July. | 

5. 4-H Members Should Be Taught To 
Use Bank Credit, page 19, July. 

6. Bookkeepers Can’t Overlook Stop- 
Payments, page 44, July. 

7. Personal Factor In Business, page 44, 
July. 

8. Hostess Tells Of Types Of Services 
Needed By Customers, page 10, August. 

9. A Factory Was Re-equipped By A 
Bank Loan, page 12, August. 

10. Here Is An Ideal Borrower, page 16, 
August. 

11. Depositors Prefer To Pay Service 
Charges Instead Of Exchange, page 27, 
August. 

12. This Series Of Advertisements Makes 
Banking Principles Clear To Everyone, 
page 45, August. 

13. Bank Wage Programs Are Competi- 
tive With Industry, page 50, August. 

14. Nine Actions Which Get The Most 
From Employees, page 51, August. 

15. We Find The Right Picture Quickly 
On The Recordak Film, page 55, August. 

16. A Bank Loan Put This Grocer On 
His Feet, page 56, August. 

17. The Largest Bank Loss Was Of Cus- 
tomer’s Securities, page 20, September. 

18. How Employees May Do Audit Work 
In Small Banks, page 20, September. 

19. How To Discover “Unrecorded” Ac- 
counts, page 26, September. 

20. Quick Are Given To Bor- 
rowers, page 26, September. 

21. Sound Loans To Local Busine: 
Build The Community, page 39, Septembe. 


Answers 


22. Preparation For Prompt Decision 
On Local Loans, page 39, September. 

23. A Plan To Provide Future Bank 
Executives, page 43, September. 

24. As Part Of Complete Review Of 
Operations, Study Changes In 
page 43, September. 

25. Characteristics Needed By A Good 
Teller, page 56, September. 

26. The Natural Character Of An Em.- 
ployee Is Basic To His Success, page 14, 
October. 

27. Insurance Agents Help Bankers Find 
Loans On Cars, page 26, October. 

28. Advertising Is The Last Step In 
Public Relations, page 8, November. 

29. An Desk Conserves 
Time And Officers, page 


Surplus, 





| 



















Information 





For Customers 







20. November. 








30. Farm Machinery Paper Most Satis 
factory, page 24, November. 

31. How Bank Employees Help Catch 
Criminals, page 30, November. 

32. To Help Your Customers Who Wish 
To Travel, page 30, November. 

33. Remodeling Talk Resulted In Six 
Loans, page 35, November. 

34. Bank 
Best 
























Advertising Program Needs 
£ 


Thinking. page 41, November. 














35. Recommendations Are Sought For 
New Depositors. page 42, November. 


36. It's Unsafe For A Teller To Leave 
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_ His Cage Unless His Money Is In A Locked 


Drawer, page 42, November. 

37. Character And Income—The Sound 
Basis For Consumer Loans, page 45, No- 
vember. 

38. Employees Want Opportunities For 
Advancement, page 45, November. 

39. Signatures Must Be Watched, page 
50, November. 

40. What Constitutes “Due Diligence” 
In Safe Deposit Operation, page 51, No- 
vember. 

41. We Desire To Train Only Those 
Who Will Stay With Us, page 12, Decem- 
ber. 

42. A Positive Statement Pleases Cus- 
tomers More Than A Negative One, page 
20, December. 

43. This County Agent Takes Borrowers 
To The Local Banks, page 21, December. 

44. A Useful Loan, page 23, December. 

45. The Bank Is Responsible For Pay- 
ing On A Forged Indorsement, page 23. 
December. 

46. Consolidate Questions To Improve 
Service, page 30, December. 

47. This Banker Failed To Take His 
Own Advice, page 30, December. 

48. Production Record And Error Sheets 
Improve I.B.M. Work, page 35, December. 

19. This Banker Avoids Cashing Checks 
With Forged Signatures, page 35, Decem 
ber. 

50. Consumer Loans Provide A Safer 
Spread Of Risk, page 38, December. 

51. A Safe Deposit Department Benefits 
The Whole Bank, page 38, December. 

52. New Accounts Watched Closely For 
Six Months, page 38, December. 


Suggestion System Literature 


Getting Results From Suggestion 
Plans, H. W. Seinwerth, 1948. 
McGraw-Hill Book Co., Inc., 330 
West 42nd St., New York 18, N. Y. 
Price: $3.00. 

How To Conduct A Successful 
Employees’ Suggestion System, E. S. 
Taylor, 1942, Director, Employees’ 
Suggestion System Department, The 
Pullman Co., 220 South State St., 
Chicago, Ill. 

How To Plan An Employees’ 
Suggestion System, E. S. Taylor, 
1944, Director, Employees’ Sugges- 
tion System Department, The Pull- 
man Co., 220 South State St., Chi- 
cago, Ill. 

Making Suggestion Systems Work, 
C. R. Riker, 1942, Office Manage- 
ment Series No. 98, American Man- 
agement Association, 330 W. 42nd 
St., New York City, N. Y. Price: 75 
cents. 

NASS Quarterly (Magazine), Na- 
tional Association of Suggestion 
Systems, 122 South Michigan Ave., 
Chicago 3, Il. 

Suggestion Systems, Policyhold- 
Service Bureau, Metropolitan 
Life Insurance Co. Issued primarily 
for Metropolitan Group policyhold- 


ers 
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Js No Way to Learn All 
About Consumer Credit 


The quickest and surest way to learn suc- 


cessful techniques in consumer credit is to 


watch them in actual operation. 


Our correspondents are invited to come to 
St. Louis to make an on-the-scenes study of 


our own techniques, developed through 36 


years experience in consumer credit. We 


will reveal all. 


Write our Correspondent Bank 
Division for further details. 





Bank 


trial 
Eun cfuas i Louis 


NINTH AND WASHINGTON (@) * * 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 





ers; copies available, without 
charge, to other executives who ad- 
dress the Policyholders Service 
Bureau, 1 Madison Avenue, New 
York 10, N. Y. 


“Tax Planning For 
Husbands And Wives” 


Published by Commerce Clearing 
House, Inc., 214 N. Michigan Ave., 
Chicago 1, Ill. 96 pages, paper cov- 
ered, price $1.00. 

This book analyzes the new law 


that is known as the Revenue Act 
of 1948, by which husbands and 
wives are allowed to divide their 
income and make separate returns 
under certain conditions. 


The publisher is known for ac- 
curacy in tax matters, and the ar- 
rangement of the book helps to 
make the material quickly under- 
standable. All of the points are 
readily available to bank officers 
who are helping customers with 
their income tax returns, as well as 
to tax payers who are making out 
their own returns. 


35 





BANKERS MONTHLY QUIZ... ws: 


In which department of a bank 

are the initials I.B.M. most 
likely to be used? 

a. Bookkeeping; b. Tabulating; ¢. Pay- 

roll. 


By Which of the following rules 
should be followed by a bank 

having a safe deposit vault? 
a. Work out a schedule of prices with 
the idea of having it fair, according to 
the service rendered and the risk as- 
sumed, and at the same time, compar- 
able to rates charged in other vaults 
in the vicinity. b. A bank employee 
should always take the customer’s key 
from him, go into the vault, and take 
the box out to him. 


Which of the following are not 
negotiable? 

a. Order for a draft; b. Currency; c¢. 
United States Note; d. Federal Reserve 
Note. 


The first numeral in the new 
routing symbol indicates the 
Federal Reserve District in which 
the check is payable. The second in- 
dicates the Federal Reserve Bank 
or branch through which the check 
will be cleared most promptly. The 
third indicates immediate or de- 
ferred credit. With these facts in 
mind, how would you interpret the 
symbol 312? 
a. 3rd District, Boston Federal Reserve 
Bank, deferred availability; b. 3rd Dis- 
trict, Buffalo Federal Reserve Bank, de- 
ferred availability; ¢. 3rd District, Phila- 
delphia Federal Reserve Bank, deferred 
availability. 


If you were sight paying and 

had the following checks to be 
charged against an account with a 
$10,000 balance, can you tell at a 
glance, without adding the checks, 
whether there is sufficient balance 
to pay them all? 

The checks 

amounts: 


$10.85; $972.43; $1,890.41; $74; $801. 


were for the following 


Which of the following unpaid 

items classify as bills receiv- 
able? 

a. Accrued interest on corporate bonds; 

b. Invoice for ledger sheets. 


Which of the following are as- 
sets of a bank? 

a. Demand Loans; b. Bank building 
owned by the bank; ¢. Time deposits; 
d. Reserve for taxes. 


Cana note payable to this bank 

be credited to the deposit ac- 
count of the borrower? 

a. No, cash must be paid for it. b. Yes, 


if o.k’d by an officer; ¢. Yes, without 
o.k. 


(Answers on page 48) 


SUNSET VALLEY CREAMERY COMPANY 


2903-9 W. ARTHINGTON STREET— CHICAGO 12, ILL. 
FOR CREAM ONLY--NOT VALID FOR MORE THAN THIRTY-FIVE DOLLARS 


ne 24 * TYELVE 
* 


Send 


Through CHICAGO, ILL, 


r={.. Sunset Valley Creamery Co. 


— a TEST BUTTERFAT PRICE 
8 


= 42 243 £0 


Which of the following criti- 
cisms, would you say are jus- 
tified in connection with the item 
pictured here? 
a. The name of the payee is not shown 
on the face; b. The item has a line on 
it which reads “not valid for more than 
$35” which is a phrase that should be 
discouraged; c. The signature is above 
the dollar instead below it; 
d. The written amount is not the same 
as the numeral amount; e. There is no 


amount 


period in the numeral amount to indi- 
cate which are dollars and which are 
cents; f. The item was printed on a 
postal card and is an odd size. 


H0 How would you determine the 
“Sales-Receivables Ratio” for 

a customer’s credit statement? 
a. Divide receivables by monthly sales; 
b. Add the monthly receivables for 12 
months; ¢. Divide annual sales by the 
average accounts 
given time. 


receivable at any 


Which of the following is a 
credit instrument? 


a. Promissory note; b. Tax receipt; ¢. $1 


bill. 


On which bill does the picture 
of Andrew Jackson appear? 

a. One hundred dollar bill; b. Twenty 
dollar bill; ¢. Fifty dollar bill; d. One 
dollar bill; e. Two dollar bill. 


Which of the following would 
you feel sure was a counterfeit? 
a. Two dollar Federal Reserve Note; 
b. One dollar U.S.- Note; ¢. Ten thou- 
sand dollar Federal Reserve Note. 


14) If a customer handed you cur- 

rency including one five and 
ten ones, how many pieces could 
not be Federal Reserve Notes? 


AMOUNT 


19 44 


SUNSET VALLKY CREAMERY CO. 


and94_ DOLLARS $1924 


THE FIRST NATIONAL BANK OF CHICAGO 
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AMOUNT 


1924 


If you were handed three pieces 
of currency of the following 
denominations and the portraits in- 
dicated, which would you throw out 
instantly as being a counterfeit or 
a raised bill? 
a. $1 Washington’s picture; b. $50 Jef- 
ferson’s picture; ¢. $5 Lincoln’s picture. 


If a customer handed you cur- 
rency totaling $49, how many 

pieces could be nothing but silver 

certificates or U.S. Notes? 


Which of the following is an 
assignor? 
a. The person who assigns a lease to 
another; b. The person to whom a lease 


is assigned; ¢. The person who gives a 
$50 bill to another. 


What minimum has been set 

for the number of directors a 
national bank is required to have? 
b. The number of 
directors is proportional to the capital 
structure and may not be fewer than 
seven; ¢. Selection of the number of 
directors is at the discretion of the share- 
holders. 


a. Five directors; 


Which of the following types 
of information can be found in 
a bank directory? 
a. Names of employees handling transit 
items; b. The names of one or more 


assistant 
A.B.A. 


cashiers; ¢. Membership in 


Group disability insurance pays 
for losses resulting from: 

a. A physical condition which prevents 
the performance of the daily work of 
any insured employee; b. Injury to all 
the employees of the insured because of 
one catastrophe; ¢. Wages lost by all the 
employees as the result of a fire de- 
stroying a factory. 
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This “Save For A Rainy 
Day” Program Will Long 
Be Remembered 


We recently featured a “Rainy 
Day” program—to promote Savings 
accounts. Because of the enthusiastic 
comments from our customers, and 
from a few of our out-of-town 
bankers, who considered our pro- 
gram so worth while, we thought 
you might be interested in how we 
carried out the “Rainy Day” idea. 

On Monday morning when the 
bank opened, the lobby and officer’s 
quarters were decorated with gay 
parasols and umbrellas. The Erie 
Public Museum was kind enough to 
allow us to borrow forty of their 
parasols of varied periods—one, a 
carriage parasol—royal blue silk, 
each panel embroidered in black and 
white beads—used sometime be- 
tween 1865-75; a very small parasol, 
gayly striped, purchased in New 
York City in 1840; a sun shade navy 
blue satin, folds like a fan (1890); 
and a lovely carriage sun shade of 
black chantilly lace used about 1865; 
and others too numerous to men- 
tion. About 100 present-day um- 
brellas of all sizes and colors were 
used, and the employees brought in 
an additional 50, which were dis- 
played throughout the bank. 

The Save for a “Rainy Day” 
theme was carried out with the 
employees wearing small paper um- 
brellas, with an attached slogan, 
“Save for a rainy day—when it 
rains it pours, save more.” 

The program was ahnounced over 
the local radio stations three times 
a day for the week’s Rainy Day pro- 
gram...all carrying out the idea 
that a person should be thrifty and 
save. 

The weather man was very co- 
operative, and it rained every day 
during the program—in fact, some 








‘“‘We Safeguard Privacy 








INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 


of our customers blamed the rain 
on us. 

We do not have any specific fig- 
ures on savings during the program, 
as it was not used for the purpose of 
opening savings 
that week—but rather as an idea to 
bring to the minds of our custom- 
ers and other citizens of Erie the 
importance of having a savings ac- 
count—to make deposits regularly. 

The program was well received, 
and we believe that it made people 
think about the necessity of having 
a savings account for “A Rainy 
Day.”—A. J. Hartleb, vice presi- 
dent & cashier, The Union Bank, 
Erie, Penn. 


Friendship 
Capacity for friendship is meas- 
ured by mutual trust, admiration, | 
allegiance, devotion, understand- 
ing. It demands constancy—but 


is tolerant and kind. 
—Dave Thompson 





Were you equip your phones with the Hush-A-Phone, the 
above might well be the headlines of your newspaper 
advertising. Moreover every customer visiting your bank can 
observe that you are protecting HIS privacy. 

The Hush-A-Phone is a scientifically designed phone 
silencer, weighing but 5 oz. that snaps on the transmitter of 


your phone and provides complete privacy of phone conversation. Even those seated 


at your desk cannot hear a word you say. 


The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 


surrounding noises it improves hearing. 


More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 


pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th St., New York 11, N.Y. 
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HALSEY, STUART & CO. Inc. 







Send For Year-End Survey 


A quick yet comprehensive survey of the activities 
and influences operating in the bond market as a 
whole—-and in each major classification. Gain a better 
| understanding of past trends and a basis for future 
)\ judgment. A reading of this survey will benefit every 
bond investor. Included is a partial list of Halsey, 
Stuart’s offerings in 1948. Upon request, a copy will 
be sent without obligation. Write for leaflet BL-8. 


BANKS 


REDUCE TIME SALES 
COLLECTION LETTER 
COSTS OVER 


507 


PosTAGRAPHS 





(1) POSTAGRAPH collection letter routine 
operates smoothly. 

(2) Permits prompt and systematic dunning 
in a fraction of the time ordinarily 
employed. 





| 
| 


of Our Customers’ Business’”’ 


(3) Frees valuable clerical time for other 
important work. 


(4) Collects equally as good as ordinary 
methods. 


(5) Reduces material costs. 
(6) Cuts postage expense to a minimum. 
POSTAGRAPHS have proven their value to 


banks, public utilities, large retail institutions, 
and many others. 


} What will they do for you? Write today 
for complete information. 


THE POSTAGRAPH COMPANY 


| 5 S. GAY ST., BALTIMORE 2, MD. | 








PAD RACK 


For drafts, notes, deposit 
slips and all pads easy to 
secure. Saves time. Made 
rigid-welded,in Art 
Steel olive green only. 
Each clerk needs one. 
Made in three sizes. 


CURRIER MFG. CO. 
St. Paul 8, Minn. 













no — 


"Currier Mfg. Co., St. Paul 8, Minn, 
.. .6 Pocket, $4, 8 Pocket, $5 
. .10 Pocket, $7.50, plus postage 


Address 
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New SoundEraser 
Makes Plastic Discs 
Usable 25 Times 


Sound grooves on the plastic discs 
used for dictation by SoundScriber, 
may be erased and the disc made 
ready for reuse in a matter of sec- 
onds. The SoundScriber Automatic 
SoundEraser ‘accomplishes this in 
the short space of 29 seconds. This 
new device was developed in the 
laboratories of The SoundScriber 
Corporation at New Haven, Conn. 

The SoundEraser, a compact little 
machine about the size of a portable 
radio, is completely Automatic. The 
operator places a recorded disc on 
a spindle, presses a button, and the 
rest is automatic. Electrically pow- 
ered from any conventional outlet, 
the SoundEraser revolves the re- 
corded disc in a bath of heat and 
infra-red rays. The _ centrifugal 
force of the spinning operation on 
the heated plastic accomplishes the 


Check What You Need And Mail This Form 


. Accounting Machines 

. Adding Machines 

. Addressing Machines 

. Air Conditioning 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bookkeeping Equipment 
. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 


. Check Sorting Trays 
. Christmas Savings 


. Coin Bags 
. Coin Boxes 


. Coin Changers 
. Coin Counting Machines _ 
. Coin Counting and Packaging 


Machines 


. Coin Envelopes 

. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps 

. Dating Machines and Stamps 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, Machine Bookkeeping 
. Forms, One-Time Carbon 

. Forms, Continuous 

. Inter-Office Communicating 


Systems 


. Interest Tables 


Lamps 


’ Lighting Systems, Fluorescent 


Maps 


. Metered Mail Systems 

. Money Orders 

. Music Systems 

. Name Plates and Desk Signs 


. Night Depositories 

. Night Depository Bags 

. Pass Books 

. Past Due Notices 

. Pay Roll Envelopes 

. Personalized Checks 

. Personal Loan Advertising 

. Personal Loan Systems 

. Photographic Bank Systems 
. Proof Machines 

. Recorders, Voice 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Storage Files 

. Timeand Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 


Vaults 


. Vault uipment 
. Visible Records 
. Windows and Lobby Displays 


erasure of both sides of the disc 
simultaneously. The fact that Viny- 
lite plastic, the high quality mate- 
rial used for SoundScriber discs, by 
nature tends to return to its orig- 
inal molded form upon the appli- 
cation of heat facilitates the erasing 
process. 

In less than a minute, the lid 
of the SoundEraser automatically 
opens and exposes the smooth, com- 
pletely erased disc ready for instant 
reuse. Each disc can be erased 25 
times or more. 


Directory Boards For Banks 


Two new circulars featuring the 
popular products of the Acme Bul- 
letin Company, 37 East 12th Street, 
New York 3, N. Y., are now avail- 
able to banks. 

Manufacturers of bulletin and 
directory boards, changeable letter 
signs and other invaluable aids in 
indicating floors, marking office 
numbers, listing names and titles, 
the Acme Company illustrates and 
describes in succinct key paragraphs 
in these circulars, the size, construc- 
tion and uses of its In and Out 
boards, Directory boards, Statistical 
boards and other types and models. 

Flexibility is one of the chief ad- 
vantages of the boards which may 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


BANKING ENVELOPES 


For Filing—Mailing—Advertising 


Expanding Envelopes, Envelock Locking 
Envelopes, Safe Keeping Envelopes, Trust 
Department Files and Credit Files, also 
Special Bank Envelopes. 

Send for complete catalogue in color 


AMES SAFETY ENVELOPE COMPANY 


21 Vine Street Boston, Mass 


Please have buying information sent us on the items circled above. 


Bank... 


Address 
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»e had with open or closed (glass) 
fronts in sizes ranging from a single 
short panel capable of handling as 
few as a half dozen names to the 
multi-panel main floor directories 
containing thousands of listings. 

Changes as small as those involv- 
ing commas or periods can be made 
on these highly efficient boards 
which not only enhance surround- 
ings, but actually aid in speeding 
up customer service. 

Frames are available in wood to 
match office or lobby furniture or 
in bronze or chromium. Changeable 
strip or changeable letter styles are 
being offered. 


IBM Features Engineering 
Changes In New Typewriter 


A new IBM Electric Typewriter 
featuring engineering changes that 
further improve performance has 
been introduced by International 
Business Machines Corp., 590 Madi- 
son Ave., New York 22, N. Y. 

The new machines are compact, 
fully streamlined and finished in a 


soft tone of gray. A keyplate im- 
proves the appearance of the type- 
writer and prevents the accumu- 
lation of dust. 

The new typewriters retain the 
IBM all-electric keyboard which, by 
a light touch of a key, performs all 
the heavy operations, These oper- 
ations include returning the car- 
riage and, at the same time, auto- 
matically spacing the line; tabulat- 
ing, back spacing and shifting for 
capitals. 

Among the outstanding new fea- 
tures are the readily-adjusted Mul- 
tiple Copy Control, Four Position 
Ribbon Control, Keyboard Margin 
Set, Electric Ribbon Rewind and 
Line Position Reset. The executive 
model is available with any of four 
type faces, each of which is de- 
signed to give distinctive appear- 
ance to the typewritten page. 

The Multiple Copy Control lever 
on the upper right of the carriage 
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ACCENT ON DISTINCTIVENESS 


IN ten short years we have almost 
sold the idea of printed names on per- 
sonal checks. Throughout that period 
we have emphasized the idea, and it is 
now so close to being completely 
sold that we can begin to emphasize 
the distinctiveness of our package. 


WE think we enjoy two advantages 
over others who produce personalized 
checks. First, we have the momentum 
of an early start. Second, we are men- 
tally attuned to handling small orders. 
As a consequence our efforts have 
not been expended trying to convince 
ourselves that we should go after the per- 
sonalized check market, because if we 
had not been convinced of that we never 


would have started. Our efforts have 
been directed towards serving the mar- 
ket better with a progressively im- 
proved package. 


SO, when you offer to your customers 
—for $1.35-—two hundred DeLuxe 
Personalized Checks, you are not 
merely offering imprinted checks but 
rather imprinted checks of high quality. 
The quality of the printing is right 
up to par. The quality of the paper 
is nationally recognized. The binding 
and the general workmanship are pro- 
fessional. And all the checks are consec- 
utively numbered. Even the pretty 
red box which completes the package 
adds considerably to its value. 


IF, therefore, you feel that you must offer personalized service 
to your customers — and it is becoming a “must” — don’t, for 
goodness’ sake, compromise as far as quality is concerned. 

ou don’t have to. You can accent distinctiveness with the 
DeLuxe package. We will not only make it for you... we 


will help you sell it. 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 





enables a typist to produce many 
uniform legible carbon copies with- 
out increasing the force of typing 
strokes. When this control is moved 
forward or backward, the platen is 
adjusted to the thickness of the 
copies desired. 

Economical ribbon usage is pro- 
vided by the Four Position Ribbon 
Control, which shifts a solid-colored 
ribbon to any one of three writing 
tracks, or disengages the ribbon 
completely for stencil work. 

Setting margin stops is greatly 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


simplifietl by the addition of a mar- 
gin set key on the keyboard of the 
new machine. 

As an aid in changing ribbons is 
the Electric Ribbon Rewind which 
can be depressed to wind the used 
ribbon onto either spool. 

The Line Position Reset locks out 
standard spacing, permitting the 
platen to be turned freely forward 
or backward for minute spacing ad- 
justments. Original line spacing is 
resumed as soon as this lever is 
restored to its normal position. 





ABBOTT COIN HANDLING MACHINES 


Model No. 2X Hand 
Operated counts and 
pockages 400 coins a 
| minute or counts 2,000 
coins into a bag. 
Weight 25 pounds. 


Bank and 


Cashiering 


Supplies 


We can supply most 
any item needed for 
handling coins or cur- 


rency. 
currency straps . . . coin, mail bags, bond and security bags . . . 
lead seals and lead seal press .. . 
wrapped coins . . 
describing these supplies and our coin handling machines, 
including coin assorter. 


Model No. 4ET Motor Driven counts and pack- 
ages 800 coins a minute or twice as fast as the 
manual machine. Wear and function hove been 
reduced to minimum. Weight 76 pounds. 

Both models above count all denominations, stop- 
ping at 20-30-40-50 coins or will count in- 
definitely. Registers con be reset. 


These include various types of coin wrappers and 


steel trays for containing 
. currency trays. Please write for catalog 


ABBOTT COIN COUNTER COMPANY 


143d ST. and WALES AVE., NEW YORK 54, NEW YORK 


S7AL27B 





Addressograph-Multigraph 
Develops Accounting Aid 


The Cardoplate self-writing rec- 
ord is anew development applicable 
to accounting and other record- 
keeping procedures announced by 
the Addressograph - Multigraph 
Corp., Cleveland, O. 

This development embodies the 
use of a lightweight embossed met- 
al plate which can be attached to 
standard accounting forms. It en- 
ables users to transcribe key in- 
formation about persons, products 
or services instantly on any business 
form—directly from a posted record 
at point of use. 


Addressograph-Multigraph’s new Model 125 
Addressograph, especially designed for use 
with its new Cardoplate Self-Writing Record. 


In conjunction with the Cardo- 
plate self-writing unit, the company 
is also introducing a portable tran- 
scribing unit, to be known as Ad- 
dressograph Model 125. This ma- 
chine is smaller than a typewriter 
and can be operated at any stand, 
desk or table. It accommodates 
forms ranging from 4 inches to 
8-11/16 inches wide and of unlim- 
ited length. The new transcriber has 
the same single-stroke operation 
that characterizes other Addresso- 





10 EXCLUSIVE FEATURES 


Sig-Na-Lok 


VISIBLE RECORD SYSTEMS 


WASSELL 
ORGANIZATION, Inc. 
Dept. A « Westport, « Conn. 


The small embossed metal plate shown 
attached to an accounting form is a ‘’Cardo- 
plate Self-Writing Record,” designed to 
eliminate repetitive writing in many book- 
keeping operations, thus saving time and 
money. 


graph-Multigraph transcription ma- 
chines. 

Several special design features 
simplify the Cardoplate operations. 
For instance, it has instantly ad- 
justable gauges for registering top 
and side margins and ribbon inked 
on one side only to prevent ink from 
depositing on Cardoplate type char- 
acters and then offsetting to forms. 

Records equipped with the new 
Cardoplate units can be used in any 
front-feed or flat-bed accounting 
machine. 

The new development is appli- 
cable wherever information must be 
copied and re-copied. For example, 
in the processing of installment col- 
lection records, the Cardoplate 
method makes possible _ several 
time-saving short cuts. Present 
methods involve the transmission 
of information regarding the proper 
type of delinquency follow-up or 
merchandising promotion efforts 
which are to be originated as a re- 
sult of the current status of the 
account. This is usually done by 
means of a work sheet being sent to 
a typist or by a separate file of cus- 


PRINTERS FOR THE BANKS 3 


OF AMERICA 
SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 


a. 
} MR. REAGANG 


DESK PLATES 


*Reception Desk * Tellers’ Windows 
® Officers’ Desk * Information Desk 


Available in two styles of lettering. Will 
harmonize with any color desk or office. 


PLASTICRAFT PRODUCTS CO. 
16 Hudson St., New York 13, N. Y. 








tomer records so that the proper 
forms can be addressed. With the 
Cardoplate method, the ledger itself 
would be inserted in an Addresso- 
graph machine at the time of scan- 
ning and the collection follow-up or 
promotional effort form addressed 
immediately. 

The new system also offers im- 
portant advantages in the process- 
ing of material requisitions, pur- 
chase orders, billing forms, state- 
ments and a wide variety of others. 

The Cardoplate capacity is four 
lines of .166-inch spacing, giving 25 
characters at 12 to the inch in each 
line. The plate itself is 234 inches 
long and 13/16-inch wide. Holes 
through which the plate is attached 
to the records are 3/16-inch in di- 
ameter giving 2% inches of space 
between the centers. 


Here’s An Idea 
Check Forgers Don’t Like 


An invisible thumbprint ink that 
has been developed shows up clear- 
ly when a certain chemical is ap- 
plied to it. As a matter of fact, a 
much better thumbprint has been 
obtained with this ink than with 
ordinary visible ink. Even when a 
person making a thumbprint at- 
tempts to smear it in the hope that 
it cannot be read by a fingerprint 
expert, he is unsuccessful. 

Through the use of this invisible 
ink, the Protected Check Corpora- 
tion of America, 11 South La Salle 
Street, Chicago 3, Illinois, has de- 
vised a service, now offered to banks 
and their customers, which, if used 
by the merchants, is almost sure to 
prevent the cashing of checks for 
dishonest people. 

The merchant is given a rubber 
stamp to be used on the back of any 
check a stranger wants cashed. In 
addition to a space for a fingerprint, 


CHECK CERTIFIER 


~ Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street New York, N. Y. 
Agents Wanted. Protected Territory. 
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the stamp has spaces to enter the 
age, height, weight, color of hair, 
color of eyes, license number of car, 
and address of the person desiring 
to cash the check. When the stranger 
indorses the check, he also makes 
his thumbprint with the invisible 
ink, just above the indorsement. 


But that is not all of the service. 
If a check thus indorsed proves to 
be fraudulent in any way, it may 
be turned over to the Protected 
Check Corporation of America, with 
as much information as is avail- 
able, and that organization will un- 
dertake to apprehend the criminal. 


It is known that a stranger who 
is attempting to get money for a 
fraudulent check is not likely to be 
willing to leave his thumbprint and 
a description of himself together 
with his address. He is more likely 
to make an excuse to go elsewhere 
to get money for the check. For that 
reason, there is a valuable psycho- 
logical influence on the stranger, 
and the result is likely to be that 
not many checks will be cashed that 
are not good. 


Smudge-proof Carbon Paper 


A new finger-proof stainless Hec- 
tograph carbon paper has been de- 
veloped and perfected after years 
of research by the Underwood Cor- 
poration, One Park Avenue, New 
York 16, N. Y. 


This new carbon paper, which 
utilizes a plastic surface film to seal 
in powerful colors used in the Hec- 
tograph process, is designed for of- 
fices where duplicating machines 
are used, and promises to be popular 
particularly for its smudge-resistant 
characteristics. It permits handling 
by an operator without constant 
soiling of fingers and clothing and 
takes the messiness out of Hecto- 
graph work. 

This Hectograph carbon is said to 
produce sharp master copies with 
improved uniformity in the inten- 
sity of individual type characters, 
and to make a greater quantity of 
reproductions. The plastic surface 
film makes it resist moisture, and it 
is said to be unaffected by summer 
temperatures or high humidity. 





[FOR SALE... 


Several Manganese Bank Safes, 
priced right for quick sale. 


FIRST TRUST & SAVINGS BANK 


of KANKAKEE, ILL. 


January, 1949 











DURALEXM 


CHECK BOOK COVERS 


COW 
Ez TO BUY AND USE 


Amazing Duralex actually costs less than inferior 
covers; saves up to one-third over quality covers. 
Cost less to buy; wears longer and saves even more. 


DURABLE 


Shoes and luggage are made of this material which is 
composed of rubber and cord, like a fine tire. Wears 
like the best leather; saves you money on replacements. 


DISTINGUISHED 


Despite its economy, there is nothing “cheap” about 
Duralex. Looks and feels like leather. Deep-grained 
in six rich duo-tone colors. Embosses beautifully. 


WRITE FOR SAMPLES AND Laut 
PRICE TODAY 

BOOK COVER CO. 

810 EAST THIRD ST - LOS ANGELES 54 CALIF. 
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« INFORMATION -» 









































































TRAIN SCHEDULE LOSBY ‘Changeable 
Bus Lossy | Letter 
+ NEWS PAPERS LOBBY and 
| BARBER SHOP MEZZ Embossed 
| BEAUTY PARLOR MEZZ Strip Signs 
AESTAURANT BASE For every 
GRILL ROOM BASE Bank 
CHECK ROOM MAIN and ; 
——s NOTHING LIKE IT 
Requirement 


ROOM RATES 
DESK CLERK 











For simplicity, effectiveness and econ- | 


omy in handling Time Sales Accounts, 

































nothing equals the Payment Coupon } 





Catalog F-1 sent on request 


ACME BULLETIN CORP. 


37 E. 12th St. New York 3, N. Y. 


Book. It combines all notification work, 





all posting forms and all receipts in 











one simple booklet that requires only 


a minute or two to prepare. 















Until you learn all about this modern 







Experienced Field Warehousing 


SOLICITORS 


Address 
CLEVELAND STORAGE CO., INC. 
Guardian Bidg., Cleveland 14, O. 


method, you will never enjoy freedom 







from detail and unnecessary expenses. 


















Samples of what we have done 








for others and complete informa- 






Since 1896 
A Complete Line of 
- MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc’ 


WORCESTER 8. MASS 


tion will be sent upon request. 








Write to head office: Indianap- 
olis 6, Indiana. 











Chrysler Airtemp 
Packaged Air Conditioners 


Airtemp Division of Chrysler 
Corp., Dayton, Ohio, is presenting 
new packaged air-conditioning unit 
models 3 SCD and 5SCD, the former 
operating with a 3-horsepower 
sealed radial compressor and the 
second, illustrated, with a 5-horse- 
power compressor. Both units cir- 
culate, clean, cool and dehumidify 
the air. They are completely in- 
closed in sturdy _ rust-resistant 
Bonderized cabinets. The larger 
model occupies 6.5 square feet of 
floor space and the smaller one 4.7 
square feet. Factory assembled, the 
units require only three connections 
to complete installation — water, 
electricity and drain. They can be 
easily moved at any time and can be 
installed singly or in multiple to 
meet almost any air conditioning 
need. 


Typhoon Offers Compact 
Conditioning Equipment 


The Console unit presented by the 
Typhoon Air Conditioning Co., 
Brooklyn, N. Y., is a model offered 
in 144-, 2-, and 3-ton sizes to pro- 
vide complete air conditioning for 
business establishments as well as 
homes. These compact units take 


New Airtemp Model 


x ik & & ke &* &* & & & %*% unit occupies seven and one-half 


AIR CONDITIONING SHOW 


The ninth International Heating and 
Ventilating Exposition will be held at 
the International Amphitheatre in Chi- 
cago, January 24 to 28, 1949. Bankers 
considering purchase of air condition- 
ing equipment for their own establish- 
ments will be especially interested in 
attending this affair. The displays 
should also have value in providing 
up-to-date information on air condi- 
tioning and ventilating devices for 
bankers who are called on to make 
loans for purchase of commercial and 
domestic units. 

The names of various suppliers of 
air conditioning equipment are listed 
in the Buyers Guide in the October 
issue of Bankers Monthly. 
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little more space than required by 
two standard filing cabinets and will 
pass through any standard size door; 
so they can be readily moved. The 
cabinets are made of heavy gauge 
furniture steel in brown crackle 
finish, insulated for quiet operation. 
A tilted air outlet insures even dis- 
tribution of conditioned air over a 
large area. For winter conditioning, 
a tempering coil and humidifier can 
be added. 


New Frigidaire Unit 
For Air Conditioning 


Frigidaire Division of General 
Motors Corp., Dayton 1, Ohio, is now 
producing a 5-ton capacity pack- 
aged air conditioner especially de- 
signed for business quarters. The 


Typhoon’s Console Unit 


square feet of floor space, or about 
half the area required by an ordi- 
nary office desk. The refrigerating 
unit, electric motors, cooling coils 
and fans are housed in a single steel 
cabinet. Electrical, water and drain 
connections can be noted grouped 
near the bottom at the left in the 
accompanying illustration of the 
unit. 


Room Air Circulators 
By Fresh’nd Aire Co. 


Fresh’nd Aire Company of Chi- 
cago, Division of Cory Corp., have 
added two electric air circulators to 
its line. Model 90, with a 9-inch pro- 
peller, and model 120, with a 12- 
inch propeller, represent a radical 
departure from conventional de- 
signs in this field. As shown in the 
illustration here, a molded-plastic 
cabinet-type base acts as a cradle 
for the circulator housing, which is 
mounted on a horizontal axis. The 
circulator housing may be turned on 
its axis from an air flow parallel to 
the floor to straight up, thereby 
combining the advantages of table 
model, and floor or window model 
fans in a single air circulator. 

Styled especially to fit in with 
modern home settings, the units can 
also be used for small offices. They 
are attractive in appearance, with 
mahogany-finish plastic base and 
light tan guard. The propellers are 


Frigidaire Conditioner 
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OIN WRAPPERS 


The stock is Kraft, 100% Spruce — the 
Strongest made. Gives coins greater pro- 
tection as actual tests prove. Imprinting 
indicia in colors, figures, and letters pro- 
vides triple identification to every package, 
thus increases legibility, speed in handling, 
and greater accuracy. Tapered edges and 
gummed straight edges. Packed 1,000 in 
© box. 


FREE SAMPLES — Write Today, Dept. A 
The C. L. DOWNEY Company 


HANNIBAL, MISSOURI! 


Worlds Largest Mjrs. of Coin Wrappers 





THE ULTIMATE IN... 
DIGNIFIED 
DESIGNATION 


BOULEVARD 
TRUST 
COMPANY 


OF BROOKLINE 


BANKING dignity and perma- 
nence are exemplified in your 
Exterior Signs when you specify 
and insist on NEWMAN Hand- 
Chased Cast Bronze Tablets. 


Suggestions and prices upon ap- 
plication. No obligation. Ask for 
our free Tablet catalog. 


FIXTURES AND 
ORNAMENTAL WORK 


Ask about bronze, aluminum and stainless 
steel doors, railings, counter screens, name 
plates and letters. 


NEWMAN BROS., Inc. 


Dept. B-M_ Cincinnati 3, Ohio 
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3-bladed. Model 90 operates on two 
speeds and model 120 on three 
speeds. Delivery of the new models 
will start this month. 


Fresh'nd Air Circulator 


Kisco Introduces Larger 
Air Circulator 


The latest model of the Adjusto- 
Air Circulair, manufactured by the 
Kisco Co., St. Louis, Mo., and illus- 
trated here, was designed to pro- 
vide a 50 per cent greater volume 
than the firm’s standard model. It 
has a %-horsepower motor with a 
14-inch impeller fan and can be op- 
erated at three speeds. The Adjusto- 
Air is built to give room-wide draft- 
less circulation, and has, in addition, 
a patented device to direct or con- 
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Kisco Air Circulator 


centrate air into one area or direc- 
tion. 

The Adjusto-Air is finished in 
satin grey and is 18 inches in height. 
This new model is expected to prove 
popular for use in larger offices, 
stores and _ industrial buildings 
where a greater volume of air is 
desired and where a concentration 
of cool air in a particular area may 
be desirable. 











NATIONWIDE 
HOLIDAY REMINDER 


WEDNESDAY i) 
seinen i] 
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LEGAL HOLIDAY 


EASY TO READ 
CAN BE PLACED ANYWHERE 


Designed with a view toward simplicity, port- 
ability and an “easy to read’’ makeup to 
remind your customers at a glance of ap- 
reaching holidays, banks all over the country 
oe found this new Holiday Reminder to be 
practical, inexpensive and with an eye-appeal 
to the customer. 

The attractive frame is made of unbreakable 
clear plastic, size 9” x 8”, has a sturdy lip on 
the back, and is furnished with a set of sepia 
brown colored inserts, from Monday to Satur- 
day inclusive. Light in weight and easy to 
handle, the reminder can be adjusted in a mat- 
ter of seconds and set up in a key spot. 

The frame can also be used to display any 
notice or advertising matter when not in use 
for the purpose for which it is intended. 

Simply stand it on your lobby counter or 
reception desk, hang it on the wall or in the 
window, or place it anywhere. Being inexpen- 
sive, many banks are using several reminders 
where one is not sufficient in the area fre- 
quented by the customers. 


$4.95 Delivered 


NATIONWIDE OFFICE SUPPLY CO. 
DEPT. B 


97 Atlantic Avenue Brooklyn 2, N.Y. 


SUBSTANTIAL SAVINGS 


REBUILY GUARANTEED BUSINESS MACHINES 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


ADDING MACHINES ° BRANDT 
“Z COIN CHANGERS 


Hand and electric. Por- 
table and Standard. 
Burroughs, Sundstrand, 
Remington, Victor, R. C. 
Alten. 

eeeeeeeee 


KARDEX CABINETS 


Coin Changers of every e 
kind. Hand and electric. e 
Sorters and Counters. 
e@eeeeeeeeee® 


ADDRESSOGRAPHS + 


Hand and electric. All 
All Size Pockets.Frométo @ models. Also cabinets, 
33 drawer capacity.Also @ trays, plates, frames, 
e@ Acme, Rand and others. @ tabs, etc. 


7 ALSO: Calculators — Typewriters — Checkwriters — 


| @ Mimeographs — Liquid Duplicators — Multigraphs — ® 


e@ Sealers — Folders — Pitney-Bowes Mailing Machines. ~ 
P Dept. BM-1 40 West 15th Street > 
. 


© New York 11, N.Y. © CHelsea 3-3442-3-4-5-6 


MAILERS’ EQUIPMENT CO. 
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First Nat'l, Philadelphia, 
Elects Vice President 


Alexander Gunther was named 
vice president of the First National 
Bank of Philadelphia at a recent 
meeting of the board of directors. 

Mr. Gunther, who is in charge of 
the personal loan and time sales de- 
partment, joined First National in 
September, 1943, as assistant cash- 
ier. He was elected assistant vice 
president in January, 1945. 

At the same meeting, Stephen F. 
Sayer was elected assistant vice 
president. Mr. Sayer, an assistant 
cashier, joined First National in 
1944. 

* 


Guaranty Trust Company 
Advances Tupper Barrett 


Guaranty Trust Company of New 
York announces the appointment of 
R. T. Tupper Barrett, formerly man- 
ager of the Company’s Paris Office, 
as vice president in charge of Euro- 
pean Offices, and the appointment 
of Maurice G. St. Germain as man- 
ager of the Paris Office, succeeding 
Mr. Barrett. Mr. St. Germain was 
formerly an assistant manager of 
the Paris Office. 

Associated successively with Por- 
talis & Co., Ltd., the Royal Bank of 
Canada (New York Office), and the 
National City Bank of New York, 
Mr. Barrett joined the National 
Bank of Commerce in 1922 as a 
member of the Foreign Department. 
At the time of the merger of the 








Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated,on November 19, 
1948 declared quarterly dividends on 
the Company’s $5 Par Value Common 
and 5% Preferred Stocks. 

The dividend on the Common 
Stock is at the rate of 25c per share 
and is payable December 20, 1948 to 
stockholders of record at the close of 
business December 10, 1948. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable January 1, 1949 to 
stockholders of record at the close ot 
business December 10, 1948. 

MILTON L. SELBY, Secretary. 
November 19, 1948. 





44 





Bank of Commerce with the Guar- 
anty in 1929, Mr. Barrett was repre- 
senting the former abroad, princi- 
pally in France. In 1937, he was ap- 
pointed Joint Manager of the Paris 
Office. He returned to the United 
States in 1941, becoming associated 
with the Banking Department of the 
Main Office as a second vice presi- 
dent. He returned to Paris to resume 
charge of the Paris Office at the end 
of 1945. 
* 


Allen Crawford Installed 
As New F.P.R.A. President 


Allen Crawford, of Detroit, was 
elected president of the Financial 
Public Relations Association at their 
33rd annual con- 
vention conclud- 
ed recently at the 
Hollywood Beach 
Hotel, Fla. Mr. 
Crawford, who is 
vice-president of 
the Bankers-Eq- 
uitable Trust Co., 
in Detroit, suc- 
ceeds Robert Lindquist, vice-presi- 
dent, La Salle National Bank, Chi- 


Allen Crawford 


cago. 
The Association, which has 1342 
members in banks and financial 


houses all over the United States, 
elected three vice-presidents, who 
immediately become eligible for ad- 
vancement to the presidency in suc- 
cessive years. They are: First vice- 
president, John N. Garver, vice- 
president, Manufacturers and Trad- 
ers Trust Co., Buffalo, N. Y.; Second 
vice-president, Philip K. Barker, 
vice-president, Granite Trust Co., 
Quincy, Mass.; Third vice-president, 
Hugh J. Bernard, vice-president, 
Second. National Bank, Houston, 
Tex. 

Harve H. Page, second vice-presi- 
dent, Northern Trust Co., Chicago, 
was elected FPRA treasurer, to suc- 
ceed Chester L. Price, advertising 
manager, City National Bank and 
Trust Co., Chicago, who declined re- 
election after having served two 
terms in that office. The office of 
Preston E. Reed, executive vice- 
president, is appointive. Headquar- 
ters are in Chicago. 

Eight members were elected to 
the FPRA Board of Directors: 

For three-year terms: Willis B. 





Conner, Jr., assistant vice-president, 
Merchants National Bank Indian- 
apolis; J. J. Lawlor, advertising de- 
partment, National City Bank, New 
York; Jerrold Owen, director of 
public relations, Central Bank, Oak- 
land, Calif.; D. H. Tuttle, director of 


public relations, First National 
Bank, Memphis, Tenn.; W. Leroy 
Ward, Jr., executive vice-president, 
Fidelity National Bank, Baton 
Rouge, La., and Frank R. Warden, 
vice-president, Central National 
Bank & Trust Co., Des Moines, Iowa. 

For an unexpired two-year term 
to succeed himself; John R. Christie, 
vice-president, Buchanan & Co., Los 
Angeles. For an unexpired one-year 
term: Miss Virginia O. Valentine, 
advertising manager, State-Planters 
Bank & Trust Co., Richmond, Va., 
to fill the vacancy created by the 
election of Hugh Bernard as an As- 
sociation vice-president. 

The senior advisory council of the 
Association remains unchanged, 
with the exception that Swayne P. 
Goodenough, vice-president, Lincoln 
Rochester Trust Co., and a former 
president of the Association was 
added, 

* 


A.I.B. Begins Preparation 
For ‘49 Meeting In Portland 


First steps in preparation for the 
47th Annual Convention of the 
American Institute of Banking to 
be held in Portland, Oregon, May 30 
through June 3, 1949, were com- 
pleted recently with the announce- 
ment of the names of committee 
chairmen. 

All of the committee chairmen are 
associated with Portland banks, and 
will automatically become members 
of the general convention committee. 
Pierre N. Hauser, vice president of 
The First Wisconsin National Bank, 
Milwaukee, Wisconsin, is national 
president of the Institute. 

* 


H. E. Petersen Joins Staff 
Of Citizens National, L. A. 


The Citizens National Trust & 
Savings Bank of Los Angeles has 
announced the appointment of 
Harry E. Petersen as advertising 
manager. 

Mr. Petersen, recently advertising 
manager for Weber Showcase and 
Fixture Company of Los Angeles, 
was formerly advertising manager 
for the Gruen Watch Company, and 
was also a division advertising man- 
ager for Sears Roebuck Company in 
Chicago. ? 
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San Francisco Bank Elects 
Three Vice Presidents 


Three assistant vice presidents of 
the San Francisco Bank, San Fran- 
‘isco, Calif., have been advanced to 
vice presidents to take the places of 
men retiring. 

Herbert J. Gaevert becomes vice 
president and manager of Park 
Presidio branch in succession to 
Oscar E. Paulson; Robert A. Peters 
becomes vice president and manager 
of West Portal branch succeeding 
Fred A. Cellarius; William A. H. 
Fleisher becomes vice president and 
manager of Haight Street branch, 
succeeding Walter A. Scheffauer. 

* 


Bankers Trust Company 
Announces Promotions 


Election of Alex H. Ardrey to the 
newly created office of executive 
vice president, and B. A. Tompkins 
and F. A. Cochrane to senior vice 
president and vice president respec- 
tively, recently highlighted wide- 
spread promotions by the Bankers 
Trust Company of New York. 

A vice president in charge of the 
banking department of the com- 
pany, Mr. Ardrey, entered the em- 
ploy of Bankers Trust Company in 
1930 as vice president in charge of 
the company’s business on the West 
Coast and in the Southwest. He was 
made head of the banking depart- 
ment in 1945 and continues in this 
capacity, in addition to his new re- 
sponsibilities 

Five other staff members were 
advanced to the office of assistant 
vice president, one to the post of 
trust officer and twelve others to the 
offices of assistant treasurer, assist- 
ant secretary and assistant trust of- 
ficer in charge. 

Promoted to the rank of assist- 
ant vice president were; P. T. Arzee, 
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formerly assistant treasurer; W. F. 
Finley, formerly assistant secretary; 
M. E. Gevers, formerly assistant 
treasurer; W. N. Hartman, formerly 
assistant treasurer; and J. C. Ken- 
nedy, formerly assistant secretary. 
D. J. Giles, formerly assistant trust 
officer, was named trust officer. 
* 


George P. Edmonds Heads 
Wilmington Trust Company 


George P. Edmonds, prominent 
East Coast executive, was named 
recently to succeed the late Elwyn 
Evans as president of the Wilming- 
ton Trust Company, Delaware. 

In accepting his new appointment, 
Mr. Edmonds announced that he is 
resigning as president of Bond 
Crown and Cork Company, a sub- 
sidiary of Continental Can Com- 
pany, and will devote all of his busi- 
ness time to the bank. 

The first connection of Mr. Ed- 
monds with Delaware banking was 
in 1936 when he was named a direc- 
tor of Union National Bank of Wil- 
mington. Upon its absorption by 
Wilmington Trust in January 1943, 
he became a director of the trust 
company and a member of its Ex- 
ecutive Committee. He also is a 
director of United States Rubber 
Company and a member of its 
Finance Committee, and a trustee 
of Delaware Hospital. 

* 


Plan Bank School For South 


Plans are being made by the 
Louisiana Bankers Association to 
sponsor a Mid-South School of 
Banking at Louisiana State Uni- 
versity, Baton Rouge. The school 
will be conducted for two or three 
weeks each year and will offer a 
3-session course for graduation. The 
co-operation of other southern 
banking associations is being sought. 
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Manufacturers Trust Names 
Far Eastern Representative 


Tristan E. Beplat, formerly chief 
of the Money and Banking branch, 
Finance Division, of General Mac- 
Arthur’s Military Government 
headquarters in Tokyo, has been ap- 
pointed Far Eastern Representative 
of Manufacturers Trust Company, 
New York. For the present, Mr. 
Beplat will be located at the bank’s 
head office, pending establishment 
of Far Eastern headquarters. 


First Nat'l, Chicago, Holds 
Foreign Trade Meeting 


A question and answer program 
was recently sponsored by the for- 
eign banking department of the 
First National Bank of Chicago, 
when 100 representatives of Cook 
County banks met to exchange 
views on various phases of foreign 
trade. This was the third annual 
meeting conducted by the bank to 
discuss foreign trade with Cook 
County correspondents. 


The Canadian Bankers Associ- 
ation has re-elected Robert Rae, 
Toronto, vice president and general 
manager of the Dominion Bank, 
president for another term. 


* 

The Colonial Trust Co., Brooklyn, 
N. Y., has compiled a directory of 
Brooklyn manufacturers, merchants, 
businesses and services for use by 
the community. Inquiries by mail, 


telephone or in person will be 
handled, it is announced by Arthur 
S. Kleeman, president, 

* 

Texas Bank & Trust Co., Dallas, 
Tex., has begun work on a $300,000 
remodeling program, which will 
double the main banking area when 
the project is completed next March. 
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the Blue Book 
DELIVERS 


your message 


Tell the banks of the country about your bank's facil- 
ities and services with an advertisement or bold-face- 
type listing in the Rand M¢Nally Bankers Directory (the 
Blue Book). 


The preferred financial reference in practically every 
bank in the country—in use daily by leading bank 
executives—the Blue Book will deliver your message to 
the people you wish to reach. It is a. most convenient 
method of obtaining new business efficiently and 
economically. 


Write for rates and for samples of bold-face-type listings 
and display advertisements. 


THE BANKERS BLUE BOOK 


RAND M‘NALLY BANKERS DIRECTORY 


536 SOUTH CLARK STREET, CHICAGO 5 
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| Calendar Of Events | 


American Bankers Association 

Oct. 30-Nov. 2. 75th Annual Convention, San 
Francisco, Calif. 

State Associations 


Jan. 18-19. Wisconsin Bankers Association, 
Mid-Winter Meeting. Pfister Hotel, Milwau- 
kee. 

Jan. 24. New York State Bankers Association, 
Mid-Winter Meeting, Hotel Commodore, New 
York. 

Jan. 27. Illinois Bankers Association, Annual 
Mid-Winter Conference, Sheraton Hotel, Chi- 
cago. 

Feb. 9-11. Missouri Bankers Association Con- 
ference, University of Missouri, Columbia. 
Apr. 9-12. Florida Bankers Association, Miami. 
May 5-6. Oklahoma Bankers Association, Tulsa. 
May 9-11. Missouri Bankers Association, Hotel 

Muehlebach, Kansas City. 

May 18-20. Pennsylvania Bankers Association, 
Hotel Traymore, Atlantic City, New Jersey. 

May 25-26. Ohio Bankers Association, Nether- 
land Plaza Hotel, Cincinnati. 

June 13-17. American Institute of Banking, 
47th Annual Convention, Portland, Oregon. 

June 16-17. Illinois Bankers Association, An- 
nual Convention, Hotel Jefferson, St. Louis, 
Mo. 

June 16-19. New York State Bankers Associa- 
tion, Annual Convention, Monmouth Hotel 
and Essex and Sussex Hotel, Spring Lake, 
N. J. 

June 17-18. North Dakota Bankers Association, 
Annual Convention, Clarence Parker Hotel, 
Minot. 

June 20-22. Wisconsin Bankers Association, 


53rd Annual Convention, Schroeder Hotel, 
Milwaukee. 


June 23-25. Montana Bankers Association, 46th 


Annual Convention, Old Faithful Inn, Yellow- 
stone National Park. 


Other Organizations 


Sept. 19-21. Mortgage Bankers Association of 
America, Annual Convention, Palmer House, 
Chicago, Ill. 


ES TTS 
William M. Robinson and William 
Watson Smith of the Mellon Na- 
tional Bank of Pittsburgh, Penn., 
have been elected directors. Both 
men formerly served on the bank’s 
advisory committee. Both are at- 
torneys and both are directors or 
trustees on several other boards. 


Max Orovitz has been elected a 
director of the Mercantile National 
Bank of Miami Beach, Florida, suc- 
ceeding Guy W. Ellis, who resigned. 
Mr. Orovitz is president of Alfred 
Destin Co., and a co-owner of the 
Public Gas Co. 

* 

The Rapides Bank & Trust Com- 
pany in Alexandria has just cele- 
brated its sixtieth anniversary of 
service to the community of Alex- 
andria, Louisiana. 

* 

Eugene S. Williams of the Central 
Savings Bank of Baltimore, Mary- 
land, has been elected a director. He 
is president of the Western Mary- 
land Railway. 


January, 1949 


1948 was a mighty big year for addi- 
tions to the telephone world. 


Your own particular telephone is 
more valuable today, millions of calls 
go through clearer and quicker, be- 
cause of the many things that have 
been done to extend and improve 
service. 

You can call more people, and 
more people can call you, because 
nearly 3,000,000 Bell telephones were 
added to the telephone population 
— many in your own community. 


Long Distance service is faster and 


Have You Heard 
About the 


Telephone 


Birth Rate? 


there is more of it because 1,800,000 
miles of new circuits were added. A 
total of $1,500,000,000 was invested 
in new Local and Long Distance 
facilities in 1948. 


We broke all records for the 
volume of new telephone construc- 
tion, the dollars we put into the job 
and the number of telephone people 
on the job. 


We're going to keep right on 
working and building in 1949 to 
make your telephone service a big- 
ger bargain than ever. 


BELL TELEPHONE SYSTEM 


Harry P. Perkins, R. I. Payne and 
R. W. Baxter of the Texas Bank & 
Trust Co., Dallas, Texas, have been 
elected to the board of directors. 

* 

Reagan J. Caraway, president of 
the Carse Drilling Co., has been 
elected a director of the Empire 
State Bank of Dallas, Texas. Mr. 
Caraway has producing oil proper- 
ties in Texas, Oklahoma, Louisiana, 
Arkansas, and Mississippi. 


The promotion of Robert O. Wen- 
dling from assistant vice president 
of The National City Bank of Cleve- 
land, Ohio, to vice president, has 
been announced by the bank. 

* 

Andrew G. Beck, assistant cash- 
ier and manager of the Roselawn 
Office of the Central Trust Co., 
Cincinnati, Ohio, has been elected 
president of the Cincinnati Safe De- 
posit Association. 
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Answers To Bankers 
Monthly Quiz No. 67 


b. The International Business 

Machines Corporation has been 
manufacturing tabulating machines 
for banks for many years. 


yy a. It is easy to see that the 

statement labeled “a” is good 
advice for a vault manager but the 
one labeled “b” would be very bad 
advice. It is important that the cus- 
tomer be where he can see his key 
and his box at all times and it really 
is much better for the customer to 
go into the vault with the employee 
and insert his own key into the lock. 


a. An order for a draft is not 
negotiable. The others are 
negotiated by delivery. 


4 | c. The Federal Reserve Bank in 
the 3rd Federal Reserve Dis- 
trict is located in Philadelphia. 


There would be plenty of 
money in the account to pay 
the checks. You can tell this quickly 
by noting that one check was for 
nearly two thousand dollars and 
two others were for nearly one 
thousand dollars each, so the total 
would be much less than $10,000. 


a. An invoice for ledger sheets 

would be classified as bills pay- 
able. ‘“‘Accrued interest on corporate 
bonds” indicates money which is to 
be received. 


a & b. Reserves and deposits 

are always listed on the bank 
statement under the heading of 
“liabilities.” 


b. It is common for a note made 

payable to the bank which has 
been o.k.’d by a loan officer to be 
credited to the borrower in his de- 
posit account with a credit ticket as 
the basis. 


All of the criticisms are justi- 

fied. This is a typical postal 
card check like those issued by a 
number of creameries to pay for 
cream. The payee’s name is on the 
opposite side of the postal card and 
is used as the address. The use of 
this type of check should be dis- 
couraged. Such a draft would not 
be accepted by the bank indicated. 


c. Some loan officers compute 
the “Sales-Receivables Ratio” 
in order to determine the success the 
prospective borrower is having in 
keeping his collections up-to-date. 


a. According to Webster’s Dic- 
tionary, a credit instrument is 
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“A document other than paper 
money which evidences a debt such 
as a certificate of deposit, draft, bill 
of exchange, note, letter of credit, 
bond, or coupon.” 


b. It is a good idea for every 

one who works in a bank to be 
familiar with the portraits on the 
different denominations of currency. 


a. There are no Federal Re- 
serve Notes made in the two 
dollar denomination. 


my Ten. There are no Federal Re- 
serve Notes in the one dollar or 
two dollar denominations. 


b. Jefferson’s picture appears 
only on two dollar bills. 


2, 3, or 4. Only silver certifi- 

cates of U.S. Notes are made in 
one and two dollar denominations. 
It would require two two’s, one two 
and two one’s, or four one’s in addi- 
tion to four ten’s and a five to make 
forty-nine dollars. 


a. A person who makes an as- 

signment is the assignor; the 
person to whom the assignment is 
made is the assignee. 


a. The law requires that a na- 
tional bank have not less than 
five directors. 


b. & c. The names of employees 

handling transit items are not 
listed in the directory as such. If it 
happens that an assistant cashier 
handles transit items, his name 
would be in the directory because 
of the fact that he has an officer’s 
title. 


a. A group disability policy is 

one which insures all of the 
employees of one employer, and in- 
surance is paid for losses to any one 
of the group whenever a loss occurs. 


* 


Union Bank Of Commerce 
Appoints Department Head 


Appointment of Heinz Schneider 
of New York as assistant vice presi- 
dent and manager of the foreign de- 
partment of the Union Bank of 
Commerce, New York City, has been 
announced by the bank. 

Mr. Schneider comes from the 
Manufacturers Trust Co. of New 
York, where he was assistant secre- 
tary and officer in charge of the 
foreign collection ‘division of the 
foreign department. At the Union 
Bank of Commerce he succeeds 
Archie J. Battista, vice president, 
who recently became associated 
with Geo. H. McFadden & Bro., N. Y. 





Index to Advertisers 


& 
A 
Abbott Coin Counter Co. ........ 39 
Acme Bulletin Corp. ............ 4l 
Allison Coupon Co. ............ 41 
American Express Co. ..........- 19 
American Tel. & Tel. Co. ........ 47 
Ames Safety Envelope Co. ...... 38 
B 
Bankers Development Corp. ..... 34 
Burroughs Adding Machine Co. ..21 
Cc 
Chase National Bank, New York.. 4 
Cleveland Storage Co. .......... 41 
Coast Book Cover Co. ........... 4l 
Cemmtee TEE, GO. nis cies cscs 37 
De Luxe Check Printers, Inc. ..... 39 
RG MR wv bv 50 cas cress tas 9 
tee a Se er ee 43 
4 
Foldser, Gidney ... 6... ccecccses 40 
Fidelity & Deposit Co. of Md. 


abet tian eh eee eee an see 2nd Cover 
First National Bank of Chicago... 3 
First Trust & Savings Bank, 


PNG HR Ale cca nsivdion 41 
H 

Halsey, Stuart & Co. ............ 37 

Hammermill Paper Co. .......... 27 

Home Insurance Co. ............ 29 

Hush-A-Phone Corp. ............ 37 
I 

Industrial Bank of St. Louis ...... 35 
L 


La Monte & Son, George 
rae cata ede pew egelad Back Cover 


M 
Mailers’ Equipment Co. ......... 43 
N 
National Cash Register Co. ...... 17 
Nationwide Office Supply Co. ..43 
Newman Brothers, Inc. .......... 43 
New York Terminal Warehouse 
My ciuviscwsan cae crewewatees 15 
P 
Pitney-Bowes, Inc. ........... sane 
Plasticraft Products Co. ......... 40 
a ee 37 
Public National Bank & Trust Co., 
WO Se Sad aGedeacieweueeed 33 
R 
Ralston Purina Co. ............. 31 
Reccrdak Corp. .........24 and 25 


Remington Rand Inc. 
Sdus wine cues 13 and 3rd Cover 


Ss 
Safeway Stores, Inc. ............ 44 
Security Certifier Co. ........... 40 
Standard Paper Goods Mig. Co.. .41 
z 
Taylor Poet CO. oc ccscesccsecs 45 
Todd Company, Inc. ........... 11 
WwW 
Wassell Organization ........... 40 





BANKERS MONTHLY 


“Only the Remington Rand Printing Calculator 


MATICALLY 
NTS 
ond PRINT 


LLY 
ES ELECTRICA 
MULTIPLIES Prey PRINTS ; 


1039600° 


for every figuring 


proof ON THE PRI 


the new 


gives you printed figure facts” 


OBLEM: 


1 PR 
TYPICAY og INCREASE 


% SALES v 


CURRENT MONTH'S — 
pRiOR MONTH'S SAL 


AMOUNT oF INCREASE 
<- PRIOR SALES 


12.8% INCREASE 


TYPICAL PROBLEM: 
INVOICING 


4 poz. @ $495/002- 


cH 
15 ITEMS G@ $1.45 EA 


AUTOMATIC TOTAL 


sust oT ALS 
su pTRACTS 


AUTOMATIC TOTALS 
TO. 100 TRILLION 


Romingion Rand automatic 


“FOOLPROOF!” you'll say of the Printing Calculator, 
because it automatically prints every factor and 
answer on the tape. No squinting at hard-to-read 
dials, no repeating problems for proof... a glance 
at the tape tells you you’re right—right away! And, 
of course, the printed tape gives you a permanent 
record of the figure facts on which you base impor- 
tant decisions. 

Whatever your figuring needs, the electrified 
Printing Calculator provides faster, easier, less cost- 
ly operation, with 10-key touch control, “hand- 
span” feature keys, automatic completion and clear- 
ance. And, best of all, with the printed tape, you 
have an electric adding-listing machine too—two 
fine machines for your one modest investment. 


For the whole cost-cutting story, call your local representa- 
tive, or write for free booklet ‘“Command Performance’’, to 
Remington Rand Inc., Dept. BM-1, 315 Fourth Avenue, New 
York 10, N.Y. 
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SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 








